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To the President and Vice-Presidents of the International Asscciation of Rotary Clubs 


Gentlemen: At the meeting of the Board of Directors and Vice-Presidents of th: 
International Association of Rotary Clubs which was called to order by President 
Mead in Duluth August 9, 1912, after considerable discussion, George W. Clark, Vic« 
President of the southern division laid before that body a tentative plan for prompt 
effective, and at the same time conservative club extension work, embracing the raising 
of a fund to be used exclusively for that purpose. The plan was endorsed by the Board 
of Directors and subsequently Glenn C. Mead, President, appointed the following com 
mittee to work out the details and submit the same to the various International Vice 
Presidents and local club presidents soliciting their co-operation. Committee: Geo 
W. Clark, Jacksonville, Fla.; E. J. Filiatrault, Duluth, Minn.; Russell F. Greiner, Kan 
sas City, Mo. 


— 


() WHEREAS, One of the objects of the International Association of Rotary Club 
is to extend, encourage and promote the organization of Rotary Clubs in all commer 
cial centers of the world, and, 


WHEREAS, This Association with the rapid strides it is making in the business 
world, and the limited funds available on account of the small per capita tax for the 
maintenance of said Association for the coming year is without sufficient funds to 
promulgate and stimulate the extension work necessary in the organization of new 
clubs, 

THEREFORE, In accordance with this report of your committee we most earn 
estly request each International Vice-President to take the matter up with each local 
club president in his territory with a view to having each local president raise a fund 
equal to $1.00 per capita for the membership of his club, or as near that amount as 
possible. 

\ll funds available from this source to be sent to the Vice-President of the division 
in which the club may be located, and the said vice-president upon receipt of the funds 
from the local clubs will immediately forward same to Glenn C. Mead, Trustee of 
Rotary Extension Fund. 

Said Rotary Extension Fund to be used exclusively for the payment of the actual 
traveling expenses only, of club organizers. Such club organizers to be taken fron 
the rank and file of the membership of the local clubs, or International officers. All 
expense accounts so incurred to be approved by the president of the local club send 
ing out organizers, also territorial vice-president, and the International President 
\fter which payment shall be made by the International President. 

\ correct and complete report of all funds shall be maintained by the International 
President and vice-presidents of all funds subscribed for this extension work, and 
said reports shall be submitted for auditing and approval to the International directors 
in convention at their regular meeting in 1913. 

All Club extension work to be paid for out of this fund must be under the direction 
and by the consent of the International President, who should consult with the Vice- 
President in whose territory it is proposed to organize a club and thus determine the 
best policy to pursue in each individual case. 

\ll local clubs desiring to assist in this extension work by sending out organizers 
will communicate immediately with the vice-president of the territorial division in 
which such club is located, stating full facts, and obtain consent thereto before incur- 
ring any expenses whatsoever. The said territorial vice-president to confer when 
necessary with the International President. 

Territorial vice-presidents should feel that the responsibility for the success of 
Rotary in their respective divisions rests upon them, and that they are depended upon 
to handle this extension work in their recommendations to loca! clubs in the most 
economical, systematic and business-like manner. 

In conclusion your committee respectfully requests that the International Secre- 
tary, Chesley R. Perry, publish a copy of this report in THE ROTARIAN and such 
other recommendations which your committee may present from time to time in order 
that all Rotarians may become familiar with the nature of requirements covered by 
this report. Respectfully submitted, 

| Signed. ] GEO. W. CLARK, Chairman, 

E. J. FILIATRAULT, 
RUSSELL F. GREINER, 


Committee on Club Extension. 
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CRESTA ' Marbleite Elastic 
BLANCA | | “for Finish 











Ask Your Dealer or Send Direct 
for 





? . The real material, made of the hardest 
Souvenir PO 
Vintages Tough, Elastic and Durable. 


Does not scratch or mar white. 

Dries hard over night, on old or new 
floors, properly filled, or on stained or 
painted floors. 


The ROTARY | Equally adapted for standing work, for 


° ‘ C li | use in Bathrooms, Kitchens, or on Lin- 
Wines Oo all- oleum, where durability is desired. 
fornia and else- Manufactured solely by 
where | Wm.W. Hodgson, Rotarian 


Phoenix Paint & Varnish Co. 


Store and Office : 124 Market St. 
1} 
| Philadelphia, Pa. 





C. J. Wetmore, San Francisco 
B. E. Veatch, Chicago oy a oe We manetinetare everniies in connection 
Witi A 
Elmer DePue, New York / 


3000 Labels | CON SIGN 


$1. 00. shipments of household goods 


Printed to Order in Two Colors and Poste aid I O 


F ENTON GUMMED LABELS 


“A Lick and They Stick” 
To let people know that you made or sold 


' % a certain good article to which the label is at- 
ia tached. 
i2 To tell its price. 


To tell the slogan of your business methods. 
_Te tell that a i letter or package came from S P ki 

you. | — ae torage, Facking 
“To tell your business story in a thousand 


different places. and Moving 


To advertise you here, there and every- 
where at next-to-nothing cost. Company 


No other concern has the equipment for making 


gummed labels of the better sort than we have-—had 
to design some of it ourselves. Every part of this 4720-22-24-29-31-33 Easton Ave. 
i @ equipment means better labels for less money by 
; a cutting our cumbersome and time-wasting methods. 
i We say it boldly---no one else in the country can SAIN 
" sell our kind of labels at our prices. 
Write for Catalog, showing different sizes and 
Prices. 


Fenton Label Company | 
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Fire Proof Warehouses 
Member Saint Louis Rotary Club 


9th & Thompson Streets Philadelphia, Penn. 
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‘Hotel Radisson 


Minneapolis 


“The Rotarian Hotel 
sen | 











Rates: 
Rooms with running WOE. occ ess 
Rooms with Nene ="... Se, oes otk $2. 00 per day 
Rooms with bath, $2. 50, $3, $3. 50, $4 per day 


.$1.50 per day 














Hotel: @rineweh-| 


Detroit, Mich. | 


A strictly modern and up-to-date hotel. | 
The finest cafe west of New York. 





European Plan, $1.50 per day and up 


The Postal Hotel Go. 


Proprietors 





| 
Represented in Detroit Rotary Club | 
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GOLD SEAL 


CHAMPAGNE 


URBANA WINE CO 
Sole Makers 
URBANA, N. Y. 





AMERICA’S BEST 


Equal to the 
Choicest Imported Brands 


Fermented in the bottle 
by the French Process 


WHY PAY IMPORT DUTIES 


For Sale by all Leading Dealers 
Served at all First-Class Hotels 
Restaurants, Cafes. Clubs, Etc 


gore § SEAL 

cial Dry. Vf 

ona boapog 
Calertt 


EDWARD S. McCRATH 
General Representative 


36 Whitehall St. N. Y. 
Membsr of Rotary Ciub of N.Y. 











JOHN GERTS 


1556 DAYTON ST., CHICAGO, ILLINOIS 


Manufacturer of 


PIANO STOOLS AND 
BENCHES 


Weare in business to serve. 
The better we serve you, the more suc- 
cessful we both will be. 
May we serve you? 
BYRON O. JONES, Manager 
Member Chicago Rotary Club 























! “We have pleased our patrons 
| 40 Years”’ 


FLOWERS 


J. NEWMAN & SONS (ine. 
| 24 Tremont Street - BOSTON, MASS. 
Orders telegraphed to 

all parts of the world 

| 


| Telephone YOUR orders when convenient 























Stops Cough 


Famest, urest, most pleasant to 
es instant relief to 


| coughs. cr , ah fever and catarrh. 
Get Free Sample 

ma) by wr_ting usa postal, or25c and 
60c sanitary Kondon tubes from 
over 36,000 druggists. 


SY) Minnespot Kondon ais. Co. 
Mirna. 


ONDON’S 


CATARRHAL 
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The Cry for Men 
Of Type, Action, Originality and Vigor 
By Dan’l Baum, Jr. 
President Omaha Rotary Clut 
HY is it so many of us are at the other say he cannot teed the salve 

bottom of the ladder and strug tall n is | Y id lacks 

gling to get to the top? Why he tri f “buttit 
we among that throng of “merely How shallow all these arguments are! 
perators” instead of among the few \ man makes his own opportunities by 
yoducers” in that huge fertile field of being fit for the place when it presents 





S) success that cries for men of type, action, 
; originality and vigor? 


We Lack Efficiency. 


Ps [ficiency is the sum total of all good 





© «qualifications and means more to you 
Bs an it implies. 

lt is the big bread winner of trade. 

bs [t is the giant of business weapons. 
i? [t is the slayer of competition. 


Efficiency Is Action. 


\Vithout action nothing succeeds 
are longing for 
Get action! 
Why is it some 
nen are at the top 


17 
vou 


Success, 


and others at the 
bottom? You say 


— perhaps their oppor- 
tunities are better or 
that they have bet- 
ter educations. That 
they have better 
lines of goods to sell 

an easier class of 
m™ trade. Another says 

: mpetition is not so 
keen with them or 
that their house 


itself. You could today start a business 
as big as the National Cash Registe1 
Company if you were fit for it. You say 


you could not because you haven't the 
money. 

\n architect in New York, Matthews 
by name, the other day let contracts for 
the New Equitable Building to cost twen 
million dollars. He is building 


it himself and will be the controlling ele 


1 


tv-eight 


ment in its ownership. He had efficiency 
in his business and showed it when he 
borrowed eighteen million dollars at 4 
per cent for. sixt 
vears, rented three 


floors to the Equita 
ble Insurance Cor 

from whom hk 
borrowed the money, 
for twenty years at 
a rental of over one 
ninth his total 
vot Du Pont. the 
powder man, to put 
up ten million to buy 
the land, and will 
rent the rest of his 
building for over two 
million net a year. 
In ten years his in 


pany, 


la- 
LOal 





cks them up in 
better shape. 
We also hear an- 








Daniel Baum Jr (Manacer Baum iron Co) 
civing his salesmen a tek on efficiency 


vestment’ will ap 
preciate in value at 
least fifty per cent, 
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and he did it all because he has business 
efficiency. 

Get efficiency and you can get the 
money, 

Kducation does not always put you on 
top unless you can acquire it getting 
there or use it to get there. 

Hugh Chalmers is a striking example 
of lack of education to begin with. He 
was an errand boy with his first and only 
employer, and at twenty-nine years of 
age he got a salary of $75,000 a year and 
todays knows more than any other man 
about the automobile business. He got 
his education at night and during his 
working hours by noticing the things 
others had overlooked. 

You get your own education, nobody 
gives it to you and it is not in books. 

I-verybody has better goods to sell but 
only because they sell them _ better. 
Your goods are better if you will only 
believe it enough to make others believe 
it too. 

Any class of trade is easy to sell. 
Your competitor can do it; why not you? 
Competition is keen only because you al- 
low it to become so. Fortify yourself 
and your business so well that competi- 
tion will die from starvation. 

The house backs you up but you do 
not think so because you don’t back up 
the house. Try it the other way. Don’t 
expect to get business by telling your 
customer the coat he wears is no good. 
Tell him it is good and that you believe 
you can show him something to suit his 
discerning taste admirably. Then do it. 

\ny man can feed the salve and talk 


LITTLE LESSONS IN EFFICIENCY. 

Using one’s brains to direct one’s work is 
the basis of efficient service. Trained think- 
ing for workers in the mass is the task of the 
expert in efficiency. Chicago citizens are for- 
tunate in having the benefit of such thinking in 
connection with the many investigations un- 
dertaken by the division of efficiency in the 
civil service bureau. 

Take a minor example. The city has hun- 
dreds of men engaged in cleaning the streets. 
The expert finds that there are twenty-nine 
ways of wielding the brush by which the street 
pavements are cleaned—twenty-eight of them 
being wrong ways. There is the sweeping 


movement away from the worker, the slapping 
of the brush on the pavement at the end of the 
sweeping stroke and the dragging back of the 
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except a man who is dumb, and he 
write it. If you can’t talk you ar 
only one to blame as you have al! 
tools to talk with but won’t use then 
you don’t “butt in” no one will do 

you, but when you do, do it graceful! 

If you have an article to sell, stu 
and learn its points of efficiency an 
periority over similar goods of your 
petitors. If you are selling the 
brand of goods, study your store, 
business methods, your help and 
self and bring out your own effic: 
and superiority if it isn’t in the 
lf it is in the goods too, bring it 
both. 

Look for ways to be an earning 
in your business, and don’t overlool, 
bets that come your way. How 
would you stand for it if you hir 
man to work a day and he quit at 
o’clock. Do you work a full day, « 
week, a full month? Is it worth 
to work after hours or in the evenin: 

Better than sitting in a stuffy co 
hotel playing pitch or idling you 
playing pool. The one is wasted ei 
the other footless folly. You say 
need recreation. An efficient man 
recreation in his work because his 
is a pleasure. Mind you, he doe- 
have to overdo it to get the right 

Look over the ground in the eve: 
sO you won’t waste time in the mori 

Efficiency is the corner stone in 
buildings of success all about us. 
man’s inherent wealth undeveloped 
every man is a gold mine full of hid 
treasures. 


3 


implement for another stroke. Thus is 
duced lost motion in plenty, with 50 pe: 
of unnecessary wear on the brush. 

The efficiency expert takes hold of the 
ter and has the brush lifted cleanly bac! 
the second stroke at the end of the first st: 
the slapping and the dragging backwari 
ing eliminated. Multiply the gain in th 
ciency of one man by, say, 2,000, and then 
cide whether this little lesson in the st 
cleaning service is worth while. 

When the entire city service has 
combed over in this manner .by conscient 
efficiency workers, big and little improvem: 
being put into effect as a result of their s! 
of the hundreds of problems, the sum tot«! 
benefits secured should be large.—(Daily \ 
Chicago.) 
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What is the Best Policy in Connection 
with Branch Offices? 


By Herbert G. Stockwell 


(Certified Public 


Accountant) 


Member Rotary Club of Philadelphia 


HERE are a great variety of meth 
T ods in use by large corporations 
having branches in various cities 
the United States, some of 
have been copied from 
cerns without due consideration by 
managers of the adaptability of such 
ethods to their own business. 
n Philadelphia are maintained 
nches of two large manufacturing 
rporations, the factory and general ot 


1 
these 


other 


and 


toods 





of each being in or near New York, 
roducing goods sold by them to retail 
i rs. Both concerns carry large stocks 
; merchandise in their branches, both 


{ which are in charge of capable. man 
ers, 
You would think from this brief de- 
scription that the similarity between the 
two is such that both concerns might find 
method of disposing of their goods to 
he retailers the principal characteristics 
{ which would be similar. but note the 


difference between the two which I will 
designate as “A” and “B.” 
Methods of “A” Company. 
This branch office manager has for 


vears been in complete control of the 


Philadelphia business. Orders received 
from his customers are filled from the 
local stock. He may take orders for 


special shapes and styles and fix the price 

i these specialties without reference to 
the general office. 

Bills are prepared and accounts kept 
vith the customers in the same way as 
e would if the business belonged abso 
lutely to the manager. He has full au- 
thority as to credits, prices, collections, 
and accounting. In fact, on the books of 
the general office the account kept with 
this manager is exactly similar to that 
{ any of the concern’s regular custom- 
ers, with two exceptions, one being the 
lower price of the goods to the manager 
than to other customers and the other 
heing evidenced in the Philadelphia 
manager’s method of remitting. All of 


’ 








his « petises ( ll Sala’ry e. 7 
out he n eeds of thi ir 
business, al S bank balance ( 
cumulate e re S the n ft 
such sun count of the n 
lated balance lg ¢ i 
spared from <ing capit 
Methods of “B’’ Company. 

aa ( np ( S é 
in entirely ( ( rs hie m 
omes ( l d directs ne n 
manager almost in the same manner a 
does Ss reg iveling salesm« 
\ pit yrders eceived and filled 
retained in the branch office but th 
original order is forwarded to the New 


a large stock of met 


York office. While 


chandise is kept in Philadelphia, th 
actual billing and charging is done 11 
New York. Collections of all accounts 


are also attended to from the home office 
With the small 
fund, the 
Such expenses as he has been put 


exception OT a expense 


branch manager handles no 
cash. 
to are shown in an expense statement 
forwarded to the New York office each 


week, he being reimbursed at the end of 


each week with a check from the hom¢ 
office for the actual amount of the e 
penses incurred during the re 
week 

Fixed and definite rules regardin he 


sent to this man 


policv of the office are 
; i he must not 


ager from time to time and 
depart 
previous 

This company is standardizing 
the various articles produced and _ the 
branch manager is not permitted to tak 
an order for any special sizes or 
He must sell just what the company 
manufactures. If he cannot get the or 
der for regular sizes and shapes, he ma 
not take it 

Can you imagine two more distinctl 
different policies than are ex 
hibited here in these two outlines? One 
endeavored ta perfectly 


from any of these rules wit 


request and permission. 


shapes 


selling 


company has 











i 
; 


adapt itself to local conditions through 
the special ettorts of a local representa- 
tive, while the other company has been 
trying to build up and maintain its busi- 
ness trom headquarters—the local agent 
having little or no authority. But with 
all the existing differences in the methods 
of these two houses, note the further dif- 
ferences in the policies which you would 
at first naturally think might be success- 
fully shaped on similar lines. 
Consultations Are Held. 

Now, it so happened that recently a 
consultation between each Philadelphia 
branch manager and his home office was 
arranged, for the purpose of discussing 
changes in the methods in use in the re- 
spective branch offices. The initiative 
of the meeting came in one instance from 
the home office, and in the other instance 
from the branch manager himself. 

A study of the reason for these meet- 
ings and the subjects discussed will, | 
think, be of interest to many executive 
officials who are struggling with the var- 
idus phases of the branch office business. 

The “A” company which, you will re- 
member, had heretofore left everything 
to its branch manager, called him to the 
home office for an expression of his views 
regarding certain changes in contempla- 
tion by which all of the branch offices 
would be organized under a uniform sys- 
tem, the control of the bookkeeping to be 
centralized at the home office instead of 
being left to the individual fancy of each 
branch manager. 

The thought advanced by the manage- 
ment was based upon the idea that by 
relieving the branch manager of a great 
many of the details of bookkeeping, he 
could devote more of his time and at- 
tention to ways and means of increasing 
the sales, 

Long-Distance Methods Undesirable. 

Now, this branch manager had been in 
entire charge of the business in Phila- 
delphia for nearly twenty years. He is 
not only a popular but a thoroughly re- 
liable man, and has worked up a business 
of greater volume than that obtained by 
the company in any other city. His 
views are very interesting: 

“T do not like this idea at all. You 
see the trade in Philadelphia is a peculiar 
one. If properly handled, good results 
can be obtained from my people, every 
one of whom has fixed ideas as to his 
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wants. Now my intimate acquainta 
with them and my study of their des: 
and habits are necessary if the best 
sults are to be obtained. We canno; 
business in Philadelphia by long-dista 
methods. My customers like to feel ; 
they receive personal attention. I ge 
contact with them and they feel as tho 
their business is given special « 
There are many hundreds of questi 
constantly arising which | decide off-|; 
without consulting the managem. 
Most of these matters are of very trii! 
importance, and concessions are oi 
which amount to very little in do! 
and cents, but which help in holding 
trade. My efforts for the last tw 
years have been to establish and ma 
tain a satisfied trade, and I know 
the best way of doing this is to stu 
their needs and, within reason, give th 
just what they want.” 

The manager also pointed with pri 
to the fact that the results of his pol 
produced greater profits to the home 
fice than that of any other branch 
company maintained. His argumen 
convinced the management that it wou 
be better for the company not to mak 
any change in its policy as regards Phil: 
delphia, and the branch manager went 
back to Philadelphia, feeling  satisticd 
that in his victory the best interests 
the company were conserved. 


Branch Office to be Abolished. 


Now, you will remember the oth 
company-had for years maintained strict 
control over the details of the branc! 
business. The meeting between the hom 
office officials and the branch manag 
was requested by the manager himsc! 
for the purpose of laying before the hon 
office a proposition to abolish the branc! 
office entirely. 

He said to them: “My office is makin: 
money and doing as well as any othe 
office, but I have made up my mind tha! 
more money can be made in Philadelphi: 
by putting the business on an entire! 
different basis. Just look at the annua! 


expense incurred in maintaining the ©!- 
fice, with the numerous clerks perform- 
ing duplicate work to that which is per- 


formed in the home office. For ever) 
bill I make out you make out anothe: 
for every charge you make [ make a: 
other, and so on. I have to make an 
exact record of every article I have | 


] 


stock. Then, again, my time is large! 
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tak en up in answering complaints and re- 

uests by my customers for adjustments, 
every one of which have to be referred 
to you, and from you back to me, and 
irom me to my customers. It seems to 
me that I am acting largely as a clerk in 
running this office and not as a trained 

salesman. Since the judgment of all these 
matters rests entirely with the home of- 
fice, | see no reason for maintaining a 
Philadelphia office. Of course it is handy 
to have a stock in Philadelphia for quick 
deliveries, but it seems to me that it is an 
unnecessary expense. 


“Our customers, instead of carrying 
the stock themselves, as they ought to, 


depend entirely upon us to carry a stock, 


on which they call every hour of the 
day for insignificant orders. Then, again, 
my customers will order goods which 


they think they want and if they are not 
exactly right, they will immediately re- 
turn them, whereas if they had ordered 
them from the factory and the goods were 
found to be salable, though not exactly 
what they wanted in that particular or- 
der, the dealers would put them on their 
shelves and try to sell the goods rather 
than go to the expense and trouble of 
shipping them back. A mere mistake in 
an order by them would thus be cor- 
rected in the sale of the things to some 
other party; but as it is now they may 
for any reason change their minds, after 
having received the goods, and immedi- 
itely send them all back to me. It is too 
handy. 

“T calculate that the average amount 
sold by our customers approximates $2,- 
500 each year, and that the merchants 
themselves ought to keep a large part of 
this merchandise in stock instead of 
bothering me daily for small orders. All 
of the trouble and expense involved in 
handling these sales would be eliminated 
if merchants could be induced to carry 
stock themselves. I estimate that by 
closing up the Philadelphia branch office, 
the saving in the rent, clerical force and 
other things would amount to not less 
than $10,000 a vear, and I think that this 


savine could be better spent in other 
wave” 

The Aroument Continued. 
Note this branch manager’s oninion 


coneernine the neculiaritv of the Phila- 
delnhia trade. One of the officers of the 
companv, havine heard that the trade 
asked the 


was more or less peculiar, 
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said: 


He 


about it. 
to local conditions, 


branch manager 
“The more we cater 
the greater are the demands for special 
consideration by local people. I do not 
think Philadelphia is any different from 
any other city in the country. Ii any 
merchant, wherever he is, finds he 
get favors from a factory, he will increase 


can 


his demands for further favors. Then, 
again, look at the loss of time in these 
small transactions. We spent as much 
time looking over a large mass of small 


adjustments as we would over making a 


large sale. Then, again, the idea of a 
larger order carries with it a_ broader 
mind, and the merchant finds himself 
more or less weakened toward raising 
trifling matters of a few cents when giv- 
ing an order for a considerable amount 
of goods to be carried in stock. The 
larger the order a man can take from a 
merchant the less consideration will be 
demanded. I find that I have to make 
great allowances and extend more favors 


2 OK ds 


$1,000 


to people ordering $5.00 worth of 
than [| do to people ordering 
worth. I think that most of our trade, 
if we did not carry a Philadelphia stock, 
would buy $1,500 worth of 


LOK ds at one 


time with less trouble and expense to 
the home office than they are now caus- 
ing by constantly drawing on our stock 
there for small lots throughout the year. 


| think that petty orders create petty dis- 
positions,” said he. 
Both Suggestions Adopted. 
Now, it is a curious thing that the man 
agement of each of these large corpora 


tions accepted the suggestions made by 
the managers, although, as we have seen, 
the results of those suggestions consti 
tuted exactly opposite policies as regards 
the branch business. In the “A” com 
pany, the branch manager was allowed 
to continue his policy of retaining con 
trol of the Philadelphia business, and in 
the “B” company arrangements were 
made to abandon the branch office entire 
ly. 

We cannot fail to be impressed with 
the fact that no hard-and-fast rules and 
regulations can be laid down for the 
conduct of branch offices. .In fact, there 
are very few policies for selling goods i 
use by anv one concern which may be 
safely applied to anv other. Fach busi- 


carefullv studied with due 
character of the cus- 
In some 


ness should he 
consideration of the 
tomers to be obtained and kept. 
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lines and some localities certain condi- 
tions exist calling for different methods 
than those which may be safely adopted 
in other lines and in other localities. No 
one matter connected with a large fac- 
tory is more important than its method 
of distributing its goods. Questions of 
bookkeeping, collections, carrying stocks 
of goods, are all incidental to the distri- 
bution of the product. Any arbitrary 

rules copied from the methods of others 
" may lead to serious errors. Moreover, it 
is worthy of note that too much catering 
to whims of customers leads to unneces- 
sary cost of production and distribution. 


Policies and Methods May Change. 


Another important thing to remember 
is that policies once established and per- 
fectly adapted to the business at the time 
they are established may not be suitable 
to conditions arising later on. Methods 
adopted five years ago may be out of 
date today. 


The Value of Analysis. 


A careful analysis of the business ob- 
tained from various territories would pro- 
duce very interesting figures. One large 
sales manager, recently employed, took 
upon himself as his first duty to analyze 
the record of sales for the past year. He 
prepared a large map of the United States, 
and had the territory of each salesman 
marked off, and pegged, one peg for each 
salesman; a peg of one color for the man 
in charge, and pegs of other colors for 
the salesmen under him. The results of 
the business from each territory were 
placed in figures on the maps where they 
stood out very prominently and gave ex- 
cellent opportunity for comparison. 

One of the most interesting facts which 
he adduced from the figures and pegs 


ROTARIAN 


was that, of the total volume of the b 
ness obtained during the past year 7) 
cent came from the Western States 
only 25 per cent from the Eastern sta 
although the factory was located in 
East. But a more noteworthy fact 

clearly demonstrated; that while 25 
cent only of the entire business c 
from the Eastern states, 75 per cen 
the salesmen were located in that se: 
of the country, while only 25 per 

of the salesmen were located in that | 
tion of the country from which 75 per « 
of the business was received. In o1 
words, three-quarters of the selling f 
was occupied in selling one-quarte: 
the business, while one-quarter of 

salesmen, spread out over a vast t 
tory, were obtaining three-quarters 0! 
business. It was also found that 

cause of much greater competition 
business obtained in the East was 

profitable than that obtained in the \\ 
the reason being that so many s1 
concerns had representatives in the fi 


Having this knowledge his policy \ 


obvious. 
He said: 


of the men from the Eastern territ 


and put them out West, where the bu 


ness is not being properly attended 
and where the profits are greater bec: 


fewer concerns in our line send men | 


there. Thus, at the end of the next \ 


I will show greater sales and greater p 


its.” 


There is opportunity for saving la: 
conce! 


amounts of money for the 
whose managers will take the time 


thoroughly examine their branch bh: 
ness policies and adjust them to exact! 


fit the conditions. 





The Featuring of the Cities 


\\e take pleasure in making the announcement that commencing with the 1 
issue THE ROTARIAN is to have another series of issues devoted in part to | 


featuring of cities. 


That these special city articles have an educational value can not be denied. () 
Rotarian in Ireland, for example, wrote us: 
idea regarding Pittsburg since reading the ‘Pittsburg Number’ of THE ROT.\ 


IAN.” 
November: 


New York City. 


December: 


“T have a new and much more favora! 


Cleveland. 


“T will keep enough sa! 
men on the Eastern territory to hold 1) 
best of the trade, and I will take the res: 


RNR, 
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Increasing the Sales from $250,000 
to $600,000 


By Elmer R. Murphey 
A Talk Before The Rotary Club, London 


R. ELMER R. Murphey, a mem- 
M ber of the Rotary Club of Chi- 

cago, visited London while on a 
business trip during the past summer. 
Upon the invitation of the Rotary Club, 
|ondon, he attended their meeting in 
Simpson’s Restaurant on the Strand and 
spoke to the club. Mr. 
\Murphey’s remarks were 
n part as follows: 

The Rotary idea in- 
cludes the passing along 
of any good idea that 
will help the other fel- 
low and increase his ef- 
ficiency by the exchange 
of ideas and _ business 
methods. We.are all 
business men in one 
sense or another and the 
more we can interest 
ourselves in other lines 
and the interests of 
other men, the broader 
we become. I was much 
interested by Maurice 
Maeterlinck’s Essay on 
the Bee. Here you will 
find that a bee taken 
four miles from the hive 
loses animation, forget- 
ting how to procure food 
and how to sting. The 
bee alone makes no 
honey, has no_ intelli- 
gence, while the hive 
has great and magnifi- 
cent intelligence. 

| believe this parallels 
with our observation of 
men, A man alone, who 
ieels that he is alone, has 
no ambition or initia- 
tive. All of our thoughts are contemplat- 
ng our relations with other men and we 
lo our best things in associations or in 
ompanies together. I need you—you 
iced me. William Morris said: “Fellow- 
‘hip is Heaven—the lack of it, Hell.” 
sanity reveals itself in co-operation and 


ELMER R. 


cago and New 


Pres. Jas. H. Rhodes & Co.. 
York; member 


tary Club of Chicago. 


The more people we cat 
impressed with, the sane 


friendship 
press and be 
we are. 
The best feature of the Rotary idea 
the chance it giv us to help th 

fellow lf after of hard work and 
troubles you awake at 3 a. m. unable t 
to IT 


+ 


es 
a day 
again go 
comtorting 
“We 


ll, | spoke a good 
ord tor 


Jones today 
ve him a boost,” 
the man vou | 


members vou 


great wealth oft 


affection is ] 
makes a 
there 


smile 
where was 
grouch 
great thing to be 

tarian for thereby ° 
erow to know more in 
timately the better side 
of y business 
men 

lam a young man and 
have much to learn but | 
already learned 
valuable thing 
business. In this 
age we must study 
scientifically the prob 
lems of business and ap 
ply our knowledge. 

One day at a luncheon 
of the Executives’ Club 
in Chicago, Mr. George 
Landis Wilson (who, by 
the way, is vice-presi 
dent of the Rotary Club 
of Chicago) said: “Ar 
n't you aggravated by 
the seeming lack of 
on the part of your employees? 
They don’t do things you would, 
they make false motions and _ wast 
time. Isn’t that so?’ His questions hit 
a responsive chord and we all answered 
“Yes.” “Well,” he said, “It’s your own 
fault. You don’t schedule their duties 


before. 1 


ur fellow 


have 
some 


about 


MURPHEY. 
Chi 


a 
INO 


judgment 


as 
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in writing. In other words, the boss 
doesn’t boss.” 

In Harrington Emerson’s wonderful 
book on Efficiency we find that he saved 
$500,000 in one year on the Santa Fe Rail- 
road with the same equipment and men by 
arranging the work scientifically. 

Again Mr. Emerson showed Mr. Gal- 
braith, a large government contractor, 
that his men were making thirty-two 
separate motions in the laying of a brick 
while by raising the platform where the 
brick and mortar were received, he could 
reduce it to eighteen motions with an in- 
creased efficiency of 600 per cent. 

For the better training of our em- 
ployees, James H. Rhodes & Company, 
the corporation of which I am president, 
have made use of the study of business 
science as given by the Sheldon School of 
Salesmanship. We paid part of the cost, 
our employees paid the balance. Our rea- 
son for this was that if it had been free 
it wouldn't have been valued so highly. 

It has been suggested that I tell you 
what we have accomplished in the build- 
ing of our business and explain the busi- 
ness methods we have applied. Four 
years ago, I came into control of a com- 
pany where I have been a junior partner 
for eight years. During these four years 
without the infusion of any new blood 
or capital, we have increased the sales 
from $250,000.00 to $600,000.00 a year. 
In a business of much detail and small 
sales it is impossible for the officers of 
the company to keep in close touch with 
the details and personal contact with the 
customer and yet you will all recognize 
that the personal touch is valuable. The 
question is, how to duplicate your ideas 
and personality through the force. Our 
business grew so rapidly that many new 
men were necessary. We realized that 
the success of our institution depended 
on the success of each employe. Our 
force is always divided into help, helpers 
and helpless. The sooner an employe is 
efficient, the sooner he is a dividend earn- 
er for us. 

We have two sales offices, one in Chi- 
cago and one in New York, covering the 
entire United States and Canada, also 
factories or packing houses in six cities 
in Italy for the production of our goods, 
so you see the daily actual operations 
couldn’t possibly come under my person- 
al observation. We studied our opera- 
tions from a scientific standpoint and 


when we had gotten as far as we co) 
we reduced the instructions into writ 
for each operation of our entire of 
force, who were usually willing to 
operate. We hold meetings every Tw. s- 
day from 4:30 to 5:30 for the purp: se 
of studying business science and salcs- 
manship. These house meetings are 
tended by those connected in any \a 
with the selling or in contact with ‘he 
customers. People in purely clerical 
positions do not attend. 

We begin with a request for complain 
correcting as many as we can and record- 
ing others to be taken up later. We do 
this because no man can give loyal enthiu- 
siastic support if he is peeved about some 
wrong, either real or fancied. 


We then call for suggestions, paying 
$1.00 for each suggestion accepted and 
put into use. It is surprising to know 
the number of valuable suggestions we 
get from men in unimportant positions. 

Notes of this meeting are made the 
basis of a weekly letter to men on the 
road with the insertion of market condi 
tions, offers of special merchandise, ne\ 
sales arguments, top notch sales made !)\ 
certain men, history and policy of thie 
house, resources in merchandise, general 
rules of conduct, house gossip and a ie\ 
funny stories to break up seriousness. 
All the men are invited to contribute. 

We study different office and factory 
operations with an eye to economy, re- 
duce our conclusions to writing and pu' 
each man’s orders in booklet form on his 
desk. When we promote or change em 
ployes the new man can refer to the writ 
ten instructions which enables him to 
keep to the rule and get the benefit of 
the improvement. It also does away with 
the excuse: “I wasn’t told.” 

In an off-hand manner I am giving vo! 
the benefit of our experience. This is one 
phase of Rotary—to swap ideas and ex- 
periences. I am proud of the honor «i 
this opportunity to visit and speak to the 
Rotary Club of London. I have visite 
London six times and have learned son 
thing each time. 

Tonight I bring you the greetings \/ 
President Harris and Secretary Perry | 
the National (let us hope soon to be !n 
ternational) Association of Rotary Clu!- 
and of President Miller of the Rota 


oo = 


< : 


a Of, 


Club of Chicago.. We want to see you '" 


Chicago. Come and visit us—as many 
you as can and as soon as you can. 
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ITH my limited experience, I can 
dwell upon this matter in but 
a very general way. 

It is a hopeful sign that so much earn- 
est thought is being given this subject of 
efficiency in the complex affairs of the 
human family. 

it is well that the Rotary club which 
is aiming at the improvement of its mem- 
hers in their business knowledge, elevat- 
ing them in their standards, and through 
them injecting into the general body poli- 
tic a clearer understanding 
of, and a higher aim in prac- 
tical affairs, should give con- 
sideration to this subject. 

Briefly, it resolves itself 
down to producing things 
for the use of man in the 
most orderly way, involving 
the least possible waste of 
material and of energy, hu- 
man or other; and efficiency 
in manufacturing—as in any 
other activity—can only be 
secured as a result of most 
careful and consistent study 
of all the elements that enter 
into it. 

lt means the keeping of 
every faculty keenly alive to 
the essentials—the realities 
| might say—the cold facts 
of things; and yet I dare say 
| am hardly justified in re- 
ferring to them as cold facts; 
for every new discovery of 
some new reality—some fact 
previously unknown or un- 
realized—carries with it a 
sense of joy, a thrill of satisfaction that 
makes it anything but cold. 

lt is an economic force that compels 
us to strive for greater efficiency; and he 
is likely to be more successful in his own 
individual sphere, who senses most clear- 
ly the trend of this force, and then most 
intelligently acts upon that understand- 

ing of its trend. 

It resolves itself down to the least 
vasteful, and the most complete satisfac- 

tion of a demand. 


Pres. 
Co.: Assoc. 


co. 
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Efficiency and Success in Manufacturing 
By Fred’k J. Koster 


Associate Member Rotary Club of San Francisco 








FRED’K J. KOSTER. 
California 
member 
tary Club of San Francis 








We often speak of the “creating of a 


demand.” That is not possible. A de- 
mand is never created. 
The demand is there—the need of a 


thing; it may not be recognized; and he 
who is commonly referred to as creating 
a demand, is in reality merely leading in 
recognizing a need and awakening others 
to this recognition, thus doing what is 
commonly known “creating a de- 
mand.” 

As a result of this impulsion towards 

the supplying of such need 

x demand, springs up, 
among other things, what is 
known as manufacture. 

Thereupon follows the se- 
curing of most desirable raw 
material to best advantage; 
location of plant, into which 
enter many considerations, 
character of plant and ap 
pliances, mechanical and 
other; the human elements, 
operative and clerical force, 
etc.; distributing 
advertising, selling, 
ing. 

That 


ceeds 


as 


agencies, 


deliver- 


manufacturer 
and 


suc 
safest from 
competition disastrous to 
himself, who has achieved 
the highest efficiency from 
the gathering together of his 
raw material, through all 
the process of manufacture, 
and in the final distribution 
of his products among the 
ultimate consumers thereof. 

[ do not mean that he need 
personally directly control every detail, 
throughout all these phases, though indi- 
rectly he must. For, whether in the se- 
lection of his purchasing agencies, loca- 
tion of his plant, selection of his assistants 
or choice of his advertising, and finally in 
his distributing or choice of agencies, and 
every one is an element in the problem, he 
must find the best solution in the direction 
of securing highest efficiency in satisfying 
the need or demand which makes his ac 
tivity possible. 


1S 


Barrel 
Ro 
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lt is all a question of service, The im- 


portant thing is to satisfy the ultimate 
consumer—you must cater to him—every 


step is towards winning his favor—in 
other words, towards serving him. And, 
from your own particular standpoint, 


having that service on your part con- 
tribute towards the sum of your own hap- 
piness and the well being of those near 
and dear to you; a service bringing you 
a material reward in which you can take 
honest pride; a service which adds to 
your own self esteem; else it were futile. 
It stands to reason that there is no art 
by which this can be so well brought 
about, as that of thoroughness and true 
economy in every element entering into 
that service. 

A typical case, in considering generally 
the subject of manufacturing efficiency, 
would be about this: You sense a de- 
mand for an article; you study its char- 
acter and the materials needful for its 
production; the nature of plant and 
equipment requisite; accessibility to sup- 
ply of raw materials and incidentals; 
facilities for distribution; reaching mar- 
kets; marketing; opportunity for secur- 
ing proper class of operatives; climatic 
and other conditions favorable for steady 
operation—and the many other details; 
but, most important in gauging all of 
these, you esteem the market possibili- 
ties, and you balance all the others 
against the one of economically market- 
ing—in other words, reaching your trade. 

Every step must be taken with full 
study—and then once you are established, 
comes that all-important factor of cost- 
keeping—knowing what you can do, and 
why you do it. There’s the arrangement 
of your plant; teaching of your opera- 
tives; making the stream of raw material 
blend with the energy produced by steam, 
electricity or whatever its force may be, 
and with human skill and intelligence, so 
that its flow into the state of the finished 
product may be accomplished with as lit- 
tle strain and waste as possible. 

Always there should be uppermost in 
mind the fact that that which yields most 
for man’s use, and which has been pro- 
duced with the least wear upon, and 
wasteful expenditure of, human life force 
in any of the ramifications of its own 
progress, or of the progress of the things 
contributory thereto—from crudest of 


raw materials to final consumption—is 
the thing that may claim the attainment 
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of the highest efficiency in its produ. 

It is indeed a grateful sign that 
only American manufacturers, but A 
ican business men generally, are lo 
upon their vocation as a science an 
devoting their best energies to stud 
this subject of efficiency. We are ra; 
getting away from the old idea of bu iy 
as cheap as possible regardless of all 
er considerations, selling as dear as s 
sible on the other hand, and makin, ; 
first thought in meeting competition 
of seeing how much more we can 
out of the hides of the individuals 
work for and under us. 

The tendency of the modern bus 
scientist is rather to learn how to us 
material forces so skillfully as to | 
possible a greater return, rather than « 4 





lesser one, to everyone of the operati ‘ 
viz., his own fellow beings under his | 
trol, 2 

After all, what everyone of us is “4 


gaged in, is the labor of contributin: 
the sum of human contentment and 
piness; and he is happiest who rea 
himself most effective in this direct 
It is all for the human element; and | 
which makes for dire poverty (which 
fortunately still stakes among us) is pr 
marily lack of human efficiency. 

Efficiency means morality. To be 
to guide forces efficiently one must | 
self become efficient. That imp 
health; health and order are synonym: 
and so are order and morality. No: 
ter what you do, its success depends 1)) 
on the ideals that govern you. Your ut 
mate success is the measure of the valu 
of your service; and the quality of tha 
service depends upon the ideal back o! '1 

It is trite, but nevertheless worth) 
repetition, that there is no more whv! 
some ideal than that of putting \ 
whole heart and intelligence into tha 
which from hour to hour and day to ( 
is before you to be done; to strive ti ‘ 
that which is yours to do as well a: 
can possibly be done; and that mea: 
striving for efficiency. 


git 








PRESIDENT MEAD SAYS. 


‘With the advent of the International 
blem and button there should be a more ¢ 
eral acquaintance among Rotarians of 
ferent cities. We should religiously hunt 
our brethren when away from home, and n¢ 
fail to attend the meetings of other c! 
when in their cities. If we do not do this, ' 
International Association means little to | 
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H. L. RUGGLES. 


President H. L. Ruggles & Co., Chicago; Di- 
rector International Association of Rotary 
Clubs; Ex-President Rotary Club of Chicago. 


NO HONEST EFFORT FAILS. 


No earnest, honest effort in a good cause 
can fail. It may not be crowned with applause 
of men. It may not seem to touch the goal 

immediate worldly success, but it is not 
lost It helps to strengthen the weak with 
new virtue—to arm the irresolute with proper 
knowledge—to animate all with devotion, 
which in the end conquers all.—Charles Sum- 


met 





BACK OF EVERYTHING. 


“There are but few notes in music, but few 
letters in the alphabet, but few axioms in 
mathematics, but few elementary substances in 
nature. So there are but few solid principles 
in the moral and intellectual world, which lie 
back of everything, and which govern every 
operation of thought and emotions.”—Dr. M. 
W. Jacobus (1816-1876). 





OH, WHERE! 


“When I marry,” said the girl, “I am not 
going to marry a man who drinks, smokes, 
plays cards, or who belongs to a club. Still, 
I want him to have a good time.” 

“Where?” he asked. 





Happiness is a by-product obtained from 
work well done. 
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Gaze 


eyes where plays the lambent fire of ki 
or in those where rages the lurid conflag: 
of anger; feel how thy own so quiet 

straightway involuntarily kindled with t! 


and ye 





YOUR LOOK. 


thou in the face of thy brother, i: 


blaze and reverberate on each 


till it is all one limitless, confluent fla: 
embracing love, or of deadly, grasping 


and then say what miraculous virtue ¢ 


ot man 


into man.—Carlyle. 





BE AN OPTIMIST. 


It is just as easy to go through life | | 
for the good and the beautiful, instead 
ugly; for the noble instead of the ignol 
the bright and cheerful instead of th: 5 
and gloomy; the hopeful instead of t! . | 


spairing; to see the bright side instead 


dark side. 
the sunlight is just as easy as to see alwa 
shadow 
character between happiness and mise 
in your life, between prosperity and ad\ 
between success and failure.—Orison. 


To get results you sometimes hav: 
a diplomat as well as a door-mat. 


To set your face always 


s, and it makes all the difference 11 


era, 
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CAPT. ROBT. L. QUEISSER. 


International Association of Rot 
Director Cleveland Rotary Club. 
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An Address Delivered by Mr. Phillips Before the Rotary Club of St. Paul 


“few words” from me, which were 

requested by the committee, could 
he prepared in the course of idle mo- 
ments, or at most, in an evening’s time. 
The subject proved to be, however, of that 
kind which, in a most interesting man- 
ner, offered thought after thought, one 
suggesting another without apparent 
limit. While there are but one or two 
of these speculations which I purpose 
dwelling upon tonight, to any man ¥ 
of a reflective or inquiring turn of 
mind I can promise most interest- y 
ing thoughts from an hour’s re- 
view of the aims and purposes 
of Rotary. 

The first thing we learn 
about Rotary is that the 
club is devoted to the 
promotion of business. 
As a matter of tact, 
that was the reason 
for its inception. 

\ few kindred 
spirits with a worthy 
ambition to increase 
their supply of worldly 
goods or to extend the 
sphere of their business af- 
filiations by any method 
which was legitimate, entered 
into a compact to help each other 
to that end. One man promised 
his neighbor friend to get him an 
order, a customer or something else 
equally desirable to him, if he, the 
other man, would exert a similar influ- 
ence for the first 
man. “You do some- 
thing for me and Ill 
do something for 
you” was the motto. 
We see at the outset then an evidence of 
the selfishness of man in this club. 

Someone has said that selfishness is 
at the bottom of every action and deed of 
man and is the motive power of the 
world. The business man is selfish 
where his interests are concerned, the art- 
ist and musician choose their vocations 


I HAD some vague impression that the 
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in that betterment and in a stimu- 

lated service on the part of the re- 
cipient some one else is made a re 
cipient, and so the 
PHILLIPS. wheel turns on. Ro 
tary takes the indi 

vidual efforts for 






because they are the only pursuits which 
could appeal to their natures; even the 
mother of whom we think there exists no 
higher and nobler type of human self- 
sacrifice is said to selfish. She de- 
liberately chooses to confine her life and 
pleasures to her home and children, not 
because by so doing she is sacrificing her 
self for them, but because it is her na 
ture and those are the only things which 
she can do and enjoy. It is possible 
that there is a form of selfishness in 
this latter instance but, if so, it is 
not of the ordinary common, gross 
kind which the word pictures to 
our minds. 
So in 







be 












the case of Rotary, 
the original ideal is plainly 
a personal one. First, it 
expresses a form of 
fishness. As the ideal 
is carried out, how- 
ever, the  grosser 

tinge disappears 
entirely and we 
see a refined expres 
sion of self—an_ en 
lightened selfishness. An 
act of service for some one 
else is performed, not with 
the motive of self-profit from 
reciprocation, but in the full 
and enlightened knowledge that 
service to fellow-man betters hu 
man natures, human conditions and 
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personal achieve- 
ment, combines and organizes them and 
gives them a new expression in the form 
“do things,” not ask them, but give of 
them and in so doing encourage others to 
the same habit; in that habit all will pros- 
per. It is an enlightened selfishness. 
We have watched Rotary grow from a 
small group of individuals, laboring for 
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their own local and personal affairs, un- 
til at the present time it is promising to 
take a form of magnificent proportions, 
the like of which we would not. have 
dared to imagine. With Rotary clubs in 
practically every city of importance in the 
United States, many cities of Canada and 
Great Britain, and now spreading to 
France, Austria, Germany, and Australia, 
and with a general association over all to 
govern and mould the objects and pur- 
suits, we would do well to look carefully 
through our house, closely scrutinize our 
ambitions and thoughtfully formulate our 
ideals. 

We are even now at a point where we 
must determine the degree of enlight- 
enment in this newly expressed form of 
selfishness. A choice can be made be- 
tween the original first understanding, i. 
e., a plain seeking of business on the one 
hand, and on the other, a general outline 
of purpose that in its idealism, altruism, 
even utopianism, would change all the 
plans and methods of business-selfish 
man in the past history of the world. 

Let us permit our minds to speculate 
awhile on the Rotary idea. In its plain- 
est form it is “Help others that they may 
help you,” “Do unto them as you would 
they should do by you.” No full-sized 
man can perform an act of kindliness, or 
render assistance in a business or any 
other way, with a purely selfish purpose 
and look his fellow man in the eye with- 
out a twinge of shame. Then, as Rotary 
asks for service to others, does it also 
ask us to forget ourselves and to act upon 
the good old-fashioned principles that 
have been enunciated in such various 
forms as, “It is more blessed to give than 
to receive,” or, “With what measure ye 
mete shall it be measured unto you 
again?” 

It has been said that “Honesty is the 
best policy,” but few men adopt the prin- 
ciples of honesty from a belief that by so 
doing they are bettering their own per- 
sonal interests or because they feel com- 
pelled to do so in order to retain their 
banker’s confidence and their fellow 
man’s respect. They do so because of a 
natural preference for integrity and de- 
cency. In the same way human man is 
by nature kind and of a helpful disposi- 
tion and it is entirely possible for him 
to cultivate that tendency to an un- 
dreamed of extent by practicing Rotary 
philosophy. He likes to say good things, 


do helpful acts, to boost, plug and 
directly and indirectly and there | 


should bé, no limit or obstacle in his 1) ie 


with Rotary. Nor is it necessary i: 
tary that this be done because the \ 
turns round and round and in tu 
will roll something valuable in the 
vidual’s way—even recognizing the 
business purpose of the club. Th 
the possible growth of a new prin 
and new code, new promptings of a 
which demand and cultivate a | 
plane of motives and relations bas: 
altruism and service to fellow-man 


Perhaps these few reflections will <:. 
gest the possibilities lying within thi- 
tary scheme of ours. Ideas of this 
are, I know, in the minds of many | 
thoughtful members and Rotary | 
may be at the point where a choi 
the two methods or ideals has to be n 
I believe it is now being made conse: 
ly, or unconsciously, by the mem| 
The choice, however, should be a 
scious and voluntary one and carrie 
along preconceived plans and it is bec 
of my belief in that fact that I have 
tured to state some of the speculai 
in which I have been indulging during 
the past short time. 

The development of business relat 
in Rotary will, of course, go on in 
form or the other, probably in a mor 
less mixed form but, in any event, ii 
ried out in true spirit, there cannot |) F&F 
but be felt an influence for business | 
duct of the right kind. 

To change the vein of these remiri- 
and to dwell less upon what might 
most be termed the moral opportunit:- 
of the club, I am tempted to set dow: 
few general ideas which we require | 
bear in mind when working for the «| 
velopment of the club. The favor:!)! 
existence and growth of Rotary in || 
future will depend largely on tl 
things: 

1. Its adopted and published platf 
or purposes. 

2. The character of its members. 

3. The business equipment of its m: 
bers. 

The first two have more to do \'' 
the reception the club will meet from 
outside sources and, fortunately, the p 
form adopted at Portland is a ‘happy 
even though one which permits of 
ferent interpretations according to 
ideas of the person who reads it. A 
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siness, pleasurable 
and interest in civic and public af- 
and we find each of these 


ifiliated Rotary clubs. I am person 
inclined to the placing of emphasis 

the first principle, i. e., stimulation 
usiness, but to give here any reasons 

this would be to digress somewhat 

} from the topic under consideration. It 
might be pertinent, however, to suggest 
belief that if Rotary degenerates into 
purely selfish organization it limits its 
» opportunities and, perhaps, hampers its 


rt 3 
members. It would follow, then, that no 


man should belong to Rotary for just 
those things his personal interest re- 
quires. Any member of that sort is a 


dead-weight for the club to carry. 

In so far as the character of each mem- 
ber is concerned, there is no question 
that each club should exercise the great- 
est caution to select men who are known 
well and favorably in their community 
for business integrity and, if possible, for 
= disinterested public service. The stand- 
} ing and reputation of members will make 

or mar the club. No matter how lofty 
; and worthy the club’s ideals, an inferior 

membership means failure either as to in- 
; ternal success or as to public promi- 
= nence and favor. 

The third requisite, that of superior 
business equipment, has more to do with 
the development of better business rela- 
tions among members. Each member 
should be connected with one of the best 
equipped firms in his line in order to 
render the best possible service. The 
club’s ideals of service cannot be carried 

by any but the strongest and best 


= firms, 


ie esa - 


lt is to be hoped most sincerely that 
the different clubs will be careful in these 
particulars and will follow the lead of 
© the older clubs so that membership in 
Rotary may be open to no reproach, and 
may be the insignia of association with 
nen of rank in their own callings, and 
ove all, that the word Rotary may call 
mind the distinct and laudable prin- 

ples which the club professes. 
| will close with a quotation. It is from 
he pen of a poet, Sam Walter Foss, who 
ust have learned of our Rotary spirit, 
he spirit of sympathy and helpfulness 
at is making this club what it is today. 
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stands, it shows a threefold purpose 
acquaintance- 


three 
pre-dominance by different ones o! 
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The House by the Side of the Road. 


There are hermit souls that live with- 
drawn 
In the peace Ol their self content ; 
There are uuls, like stars, that dwell 
apart 


In a fellowless firmament: 
There are pioneer souls that blaze thei 
paths, 
Where highwavs never ran: 


But let me live by the side ot the road, 
\nd be a friend of man. 
Let me live in a house by the side of thx 


road, 
Where the race of men go by 
The men who are good and the men wh 
are bad, 
As good and as 
[ would not sit in the 
Or hurl the cynic’s 
Let me live in 
road, 


And be a 


bad as | 
scorner’s seat, 
ban; 

a house by the side ( 


friend of man 


from house by the side of the 
r¢ vad, 

By the side of the highway of life, 
The men who with the ardor of 
hope, 
men who arse 
turn not away 
nor their tears 

Both parts of our infinite plan; 

Let me live in the house by the side of 
the road, 


And be a friend of 


[ see my 


press 


faint with the strife 
from their smiles 


The 
But | 


man. 
[ know there are brook-gladdened mea 
dows ahead, 
\nd mountains of wearisome height 
That the road passes on through the long 
afternoon, 
And stretches away to the night. 


But still I rejoice where the travelers 
rejoice, 
And weep with the strangers that 
moan, 
Nor live in my house by the side of the 
road 


Like a man who dwells alone. 


me live in my house by the side of 
the road, 


Where the race of men go by— 


Let 


They are good, they are bad, they are 


weak, they are strong, 
Wise—foolish—so am I. 

















Then why should I sit in the scorner’s 
seat, 
Or hurl the cynic’s ban? 
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Let me live in the house by the si, 
the road, 
And be a friend to man. 





The Duel a Waste of Time 


lr WAS to be expected that sooner or 
later some Frenchman whose time 
now and then is wasted in a duel 
would arise and call the code and its con- 
flicts stupid. Such a man has arisen. He 
is well known and a good enough swords- 
man and shot to take care of himself if 
the duelists en masse consider that they 
have received an affront. 

Ordinary social duties take enough of 
a man’s time, says this protestant, and it 
is unbearably vexatious to sit down in 
the morning at a desk littered with mail 
only to be interrupted by a happy and 
triumphant note from a friend announc- 
ing that he has been called or has called 
to the field of honor. 

Then away with work and out in search 
of another second; the entire morning 
wasted telephoning for men who are out 
of the city, telegraphing for men who 
might be induced to return, cabbing it 
from one club to another, and at last, 
when the matter seems desperate, finding 
another fellow who, equally provoked, 
agrees to serve. 5 

Then the conference with the other 
hero’s seconds—an affair which may have 
its compensations in the way of sociabil- 
ity—and a choice of weapons. It’s al- 
most the inevitability of the thing, says 
the protestant, that if your fellow has 
challenged the other fellow will select a 
weapon your fellow can’t use. If your 
fellow cannot shoot the other fellow will 
choose pistols and if your fellow cannot 
fence the other fellow will choose swords. 

A day’s gone, and in courtesy you must 
spend the evening with your fellow and 
be bored to death. He is incapable of 
talking of anything other than his affair 
and you’ve had all you wanted of that 
during the day. You consider hopelessly 
whether it would be worth while to take 
him to a shooting gallery if he can’t shoot 
and must in the morning, or still more 
hopelessly wonder what in the world can 
be done with him if he must fence and 
does not know how. 

Finally you send him to bed. If he 





must fence you tell him to hold his sword 


straight out in front of him and o1 10 
account move it. Early in the morning 
you and the other second and the pliysi- 
cian call for him and find an enrapt <ul. 
You get him to the dueling ground and 
find the other hero. You reiterate your 
advice to your fellow—to hold his sword 
straight out and on no account be tempted 
into moving it. Then you trust to luck 
that the other fellow will not be able tu 
reach him and that within a reasonab)) 
short time one or the other will get a 
prick in the forearm. 

Honor is satisfied; the physicians dres. 
the scratch; your fellow and the other 
fellow embrace; you and the other secon 
shake hands with the other fellow’s sec 
onds, and you go to breakfast. Your fe! 
low may get tight and you have the task 
of straightening him out or getting him 
home. 

The best part of two days gone ani 
your desk in a worse clutter than ever 
All this, says the protestant, is stupid 
time wasting, aggravating, and exaspe! 
ating. It is within the power of any oj 
your friends to waste your time merel\ 
by having a difference with one of his 
friends or acquaintances or with a strane. 
er. If you have enough friends and the 
have enough controversies you are in hi 
water most of the time. 

The protestant wi!l be obliged either to 
insist on the recognition of professional! 
and paid seconds or to turn his satire on 
the duel and destroy it—The Chicago 
Tribune. 





HAVE A LEGITIMATE PURPOSE. 


“A man should conceive of a legitimate pur 
pose in his heart, and set out to accomplis): it. 
He should make this purpose the centralizing 
point of his thoughts. It may take the form 
of a spiritual ideal, or it may be a worldly 0) 
ject, according to his nature at the time | 
ing; but whichever it is, he should steadil 
focus his ype cl upon the object which 
he has set before him. He should make t!\'s 
purpose his supreme duty, and should dev te 
himself to its attainment, not allowing 


thoughts to wander away into ephemeral 
fancies, longings, and imaginings.”—James 
Allen. 





Maia as 


Peele 


es 


eve at 













































~ 






Men Se shee 









CBRE Hy schne peter 








THE ROTARIAN 





Co-operation of Commercial Organizations 
With the Press 


By William B. Wreford 


S THE latter day commercial or- 
ganization is constituted, it can ex- 
pect no permanent or general suc- 

cess without the co-operation of the press 

of not only its city, but of its general lo- 
cality. This axiom has been recognized 
by associations organized on modern 
lines, primarily by securing for part of 
their staffs of workers, men who have had 

a training on newspapers, and who are in 

touch with the personnel of the local 

newspaper management. 

The older type of commercial organi- 
zations sought the co-operation of the 
press, it is true, but they worked in the 
dark to a large extent. Their executives 
had little knowledge of the machinery or 
methods of journalism, and their contact 
with their local press was in general 
limited to the preparation of ponderous 
and uninteresting articles on their work 
which were as unwelcome to the news- 
paper desk as a piece of spring poetry, be- 
cause they lacked the sparkle and human 
interest that makes real news. 

The chances are that-if an average 
bright newspaper man got access to the 
work of such an organization he would 
have discussed the subject matter of the 
ponderous prepared article with a dozen 
lines, or at least not gone farther than 
to make it the text of a dozen or more 
periodical paragraphs. In the case of 
either treatment, note the difference in the 
result—the dozen printed paragraphs 
would have been breezy and would have 
been read, where the ponderous article 
would have been overlooked. The dozen 
printed paragraphs would have kept the 
work of the organization before the pub- 
lic for a dozen days, where the heavy 
article would not have held attention for 
a single day. 

The trade of journalism is one which 
lives on personality. To begin with, the 
free-masonry that exists between man 
and man engaged in its pursuit is perfect. 
No journalist falls so far from grace as 
to entirely forfeit the sympathy of the 
more orderly members of the profession. 


Assistant Secretary Detroit Board of Commerce 












No callow youth struggling to mount the 
ladder of journalistic fame is so crude or 
so uncertain of future that some of his 
fellows do not lend him a helping hand. 
No man or woman who has made good 
in the profession goes out of it to another 
sphere of activity that the good will of 
his fellows does not follow him, and mag 
nify his virtues and overlook his mistakes. 
The hardest critics in the world, the 
journalists, are the kindest observers of 
the work of their own fellows. 

Recognizing this, commercial organiza 
tions can do their best work by going in 
to the profession of journalism for occu- 
pants of some of the places at their dis 
posal, for men who are in active touch 
and have personal friendship with those 
whom they leave behind them at the 
newspaper desks and typewriters, and 
who can get desirable publicity, where 
the solemn old daddies who used to make 
publicity could not get a hearing. 

It is my humble opinion that the pub 
licity work of a commercial organization 
should be solely the work of one man 
he should be the mouthpiece of the insti 
tution, not necessarily quoting himself, 
but the president or chairman of a com 
mittee or the secretary, or whomsoever 
fits the case the best. To this attitude 
and resulting tributaries the Detroit 
Board of Commerce attributes its un 
qualified success in securing desirable 
publicity. 

The local newspaper, say what one will, 
is the most generous contributor to town- 
building that an organization has at its 
disposal. It has, or should have, a selfish 
interest in the growth of its city. A big- 
ger city means, apart from the gratifica 
tion of honest local patriotism, the more 
material satisfactions of a greater body 
of readers, bringing with it a better ap 
peal to advertisers, and a greater recom- 
pense from such appeals. The newspaper 
receives one of the promptest of the re- 
wards from the growth, in that every 
new-comer to one’s city represents a 
penny or two a day for the publication. 
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\loreover, journalism has high ideals. 
it has been striving for better citizenship, 
more honest government, greater advan 
tages, material and moral, long before 


our commercial organizations were born. 
Well organized commercial associations 
come into being and continue in being, 
therefore, as hand-maids of journalism in 
the achievement of its ideals and are wel- 
comed by it, because they represent the 
organized assistance of the community 
in bettering its own material and moral 
conditions. These are among the reasons, 
practical and ideal, why the commercial 
organization, which is to succeed, must 
seek and secure the co-operation of the 
press in its development and in keeping 
it before the public. 

| have referred to being kept before 
the public. Let us analyze the necessity. 
A hermit will never make a politician. 
A bird that sits on the nest all of the 
time will never get a reputation for the 
beauty of its plumage or the sweetness 
of its warble. The article of commerce 
that waits until its merits are passed 
around by those who use it, without ad- 
vertising its merits, will never make its 
producer a millionare. Success and pub- 
licity are interchangeable terms in every 
business except burglary. So the success 
of the commercial organization lies in its 
being able to so conduct itself that its 
journalistic friends will find in its activ- 
ities constant text for keeping it before 
the public. 

It is not essential that all publicity 
should be solemn and dignified, so long 
as it is desirable publicity. There are 
humorous sides to even the serious occu- 


pations of a town boosting association. 
\s | have already said journalism is per- 
sonal. If your president has pink whis- 
kers, or can hold crowds breathless by 


singing “The Sword of Bunker Hill” and 
the local journalist finds it coming his 
way to have a little fun with the whiskers, 
or announce that your president brought 
his sword with him, don’t get fussy over 
the means by which you have gotten in- 
to print that day. The pink whiskers 
might have gone unnoticed forever and 
a day, until they became part of the en- 
dowment of your president. Once they 
are elevated to the exalted station of pub- 
lic notice, they become part of the forces 
at work to win for your association crim- 
son glory and undying fame. If some of 
your plans go wrong, or if some of your 
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people make what they call a “fox pa 
in French, and the genial journ 
chooses to have some fun over it, | 
go pouting and make a wry face. [oi 
the laugh, and have it over with. 

mistakes that are laughed at are 

promptly and considerately forgott: 

In the serious things of the comme: 
organization the local press is your s 
in your adversity your crutch. No 
is stronger to help lift you up, no h 
softer to stroke your head when you 
“all in,” and are tempted to give up. 
newspaper was there before you \ 
and it may be there after you go. |i 
seen very much of the kind of human 
deavor we are engaged in, and it is s\ 
pathetic with it. It will do even’ m 
good to a weak cause with a high | 
pose, than it will to a strong cause \ 

a low purpose. It will poke fun at \ 
it will make you and your work the | 
of an occasional joke, it will take the st: 
out of your work by making you fo: 
its seriousness and solemnity for a w)) 
and give your nerves a chance to rc! 
their tension. But it will stick by you 
you are in earnest and honest, and the: 
fore it should be cultivated and all oi 
co-operation induced. 

The code of rules for securing its « 
operation is very simple. One is to tr: 
your journalist according to the sta: 
ards that prevail among gentlemen 
take him into your confidence, by pern 
ting him to keep in touch with even 
that are maturing but hardly ripe enou; 
for publication—my judgment would 
severely shaken if you do not find t! 
the “man on your beat can keep a secret 
Another rule is tell him the truth—t! 
journalist of yours is a cheerful, ran 
pageous animal, but he will not sta 
for your lying to him. He may even 
so far as to do a bit of cheerful fibbin 
for you, but he will not permit. you | 
put it over on him. Misinformation di 
qualifies him for performing his functi: 
to the public, and he must keep t! 
equipment of accurate information bu: 
nished and clean, whether he leaves 
for the time in his armory or is using 
in the open. 

You can’t get along without your loc: 
newspaper man, and what’s more, don 
try. He can get along without you, bu 
you don’t want him to. If your work | 
big enough to warrant and your treasur) 
sufficient, attach one of the profession t 
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if you have not already done 

If you have, make him the mouth- 
e of your organization, with instruc- 
us to interview any staff member, offi- 
or committeeman who might. have 
some live and newsy matter for print— 
this is what your local press wants, noth- 
This one-man system, you will 
mistakes and 


your staff, 


pi 


ing else, 
find, will save you many 
much experimentation, 
Executives of commercial organizations 
are not the only pebbles on the beach, 
important as we may seem to ourselves. 
We are only a part, a great honorable 
of the forces that are working for 
the suecess of our city and our country. 
Rut there are other forces as great or 
greater than ours with which we must 
co-operate. First and foremost is the 
press, and don’t forget the number. 
(Read before the Central Association 
of Commercial Secretaries at Indian 
apolis, September 20, 1912.) 


part, 





TO BOOM MINNESOTA TOWN. 


Winona Gets Rotary Man—James R. Kinsloe 

Appointed Secretary of New Association 

of Commerce. 
Special to the Dispatch. 

Winona, Minn, September 20th.—James R. 
Kinsloe, organizer of the Rotary club of Har- 
risburg, Pa., and first president of the Civic 
Clearing House association of that city, has 
been elected secretary of the new Winona As 
sociation of Commerce, the organization grow 
ing out of the merger of the two trade or 
ganizations, the Board of Trade and the Mer- 
chants and Business Men’s association here. 
He will take up his new duties in Winona 
October 15th. 

The new association has just filed articles of 
incorporation and will be ready to begin its 
activities at the time of the arrival of the new 
secretary.—St. Paul, Minn., Dispatch. 








HARRISBURG PAPER MAKES 
ANNOUNCEMENT. 


Mr. Kinsloe recently received the following 
from J. R. Lucas, president of the Winona As- 
sociation and one of the most successful busi- 
ness men in the Middle West: 

“Confirming action taken by the board of 
lireetors of the Winona Association of Com- 
merce held last evening it gives me great 
pleasure to advise you that you were unani- 

iously elected secretary of the association at 

salary of $3,000 per year. Assuring you of 


the hearty support and co- operation of the best 


usiness and professional interests in the city 
nd bespeaking for you great success in this 
our new field, we are, etc.’ 

The announcement that Mr. James R. Kins- 
e, of Bear & Co., has been appointed secre- 


tary of the Winona Association of Commerce 


will astonish many people of this city 


ROT 
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Not long after Mr. Kimsloe came to Harris 
burg he took great interest in ind con 
mercial affairs in the city and was one of the 
prime movers in the establishment of a Rotary 
Club, a business men’s association In the 
year that Mr. Kinsloe was president 100 mem 
bers were enrolled and many things of in 
terest to Harrisburg were started by him, ‘He 
started the Civic Clearing House with the hel 
of the Rotary Club and was responsible for the 
fire prevention move in this city. The press 
of business was too great and Mr. Kinsloe 
decided to give up his offices in the different 


clubs 




























JAMES R. KINSLOI 
Former President of the Harrisburg Rotary 
Club Who Has Been Elected Secretary of the 
Winona (Minn.), U. S. Association of Com 
merce, 


Through hits interest in civic affairs and his 
talks with prominent Rotary Club men at the 
National Rotary Club convention in Dulutl 
last month, Mr. Kinsloe was recommended t 
the Winona business men and his election fol 
lowed in short ordet The city he will go to 
is a beautiful one of 25,000 people 
the banks of the Mississippi river, where regi 
lar boat lines are run to all of the large cities 
on the river.—Harrisburg, Pa., Star-Independ 
ent. 
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A DEFINITION. 


“How do you define ‘black as your hat’ 


said a schoolmaster to one of his pupi 
"9 mf 


“Darkness that may be felt,” r 
venius Exchange 


eq 


budding 





CALLED TO ANOTHER CITY. 


L. F. Allen Accepts Position With Seattle 
Organization. 





L. F. Allen, who has been secretary of the 
local Rotary club since its organization early 
in 1911, yesterday accepted the call of the Seat- 
tle Rotary club to take charge of the work as 
secretary in that city. Mr. Allen will leave 
Spokane about October Ist. 





L. F. ALLEN. 
The new Secretary of the Rotary Club of 
Seattle. 


Mr. Allen’s tentative resignation was placed 
before the Rotary club at its meeting Thurs- 
day noon and at that time A. F. Rogers, presi- 
dent of the club, expressed regret at the un- 
expected loss of his services. Yesterday he 
discussed Mr. Allen’s work as follows: 

“Mr. Allen was one of the charter members 
of the Rotary club of Spokane. He, with 
Messrs. Jack, Cooley and myself, met at lunch- 
eon on February 1, 1911, to discuss the feasibil- 
ity of the organization of such a club and 12 
days later 26 men, representing as many differ- 
ent lines, met and formed a permanent or- 
ganization, with Mr. Allen as secretary. He 
was at that time assistant manager of the Un- 
derwood Typewriter company and a few 
months later gave up that position to devote 
his entire time to the Rotary club. At that 
time the membership had grown under his 
management to 200, with an everage attendance 
at the weekly luncheon of 140 business men. 

“Although the Spokane club is the third 
largest club in the country, the Seattle club is 
larger, being second on the list, and Mr. Allen 
will be taking a step forward in going there.” 

Secretary Allen came to Spokane five years 
ago from Grand Forks, N. D., to take charge 
of the city work, under H. O. Harvey, of the 
Underwood Typewriter company. He has been 
a member of the Rotary club since its organi- 
zation under the classification of salesmanship 
and sales  promotion—Spokane (Wash.) 
Spokesman Review. 

This is the first example of the reward which 
is bound to follow efficient and conspicuous 
work as the secretary of a Rotary club. It is 
work like unto that of the commercial secre- 
taries. As a man makes good in Rotary secre- 
tarial work he may expect to receive a call 
to a larger field of work with a proportionately 
increased salary. If the Rotary secretary who 
makes good is not called to another Rotary 
club he is likely to be called by some big busi- 
ness concern, 
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SUFFRAGISTS IN JAPAN. 





The “Sea Girls” Colony Do Not Expect ‘he 
Men to Work. 


[St. Louis Post-Dispatch:] Along the s 
coast of Japan, washed by the Pacific, th 
a colony where women are the heads and 
porters of families, while men abide by th 
der of women. 

It is in the district of Shima, wher 
colony of the Sea Girls is located. “Sea G 
they are called, as the occupation of the w: 
is diving into the rough, agitated sea for p 
and other gems of the deep ocean. 

And it is different from other suffrag 
colonies, as the women not only are head 
families, but work and labor, while the 
population is practically idle. The colony, 
unique and interesting village, is not new. | 
Sea Girls have been swimming in the Bay 
Shima and taking the responsibility of supp: 
ing large families for over ten centuries. 

The Sea Girls are healthy, strong 
bronzed women, and their work is most stre: 
uous. They stay in water from eight to tw 
hours a day, and even in the coldest winte: 
they manage to remain in the water two 
three hours a day. They are born divers and 
skillful swimmers. At each dive they remaii 
under water from one to two minutes. 


But their task does not end there, and the 
do all cooking, cleaning, sweeping and market 
ing for their families, and the male membe: 
of the family do nothing except occasio1 
helps to the women. 

Women are the power in the village. When 
a girl baby is born the parents and relativ: 
celebrate and feast, but when their baby is 
boy they just grin and mourn the misfortun 


When girls are 4 or 5 years old they ar 
taught to swim and dive. By the time the 
reach the age of 13 or 14 they are Sea Girls, 
and remain so until they are about 40 years 
old. But they do not leave the diving on a 
count of old age or weakness. But generall) 
when they are about 40 years old there ar 
enough grandsons to be taken care of, and 
this task falls upon the grandmas. 


Thus women work, labor and control thei: 
families until the end of their lives, and men 
remain as only assistants to their wives, moth 
ers and daughters through their entire lives. 

Among young Sea Girls the best divers su 
ceed in getting husbands of good family and 
fortune, and skill of young girl divers is mor: 
important than the personal appearance in th: 
matrimonial question. 

The marrying age of the Sea Girls is fron 
16 to 20, a little earlier than that of the o1 
dinary Japanese women. Ever since youn: 
girls begin their lives of Sea Girls they sav: 
their earnings for bridal wardrobes, and often 
young girls accumulate a small fortune before 
they marry. Marriage, however, does not stop 
the labor of the women, and they keep o: 
diving until they are too old. 

And although it is said that Japan is th: 
last country to welcome the suffragette move 
ment, she fase this excellent example to show 
to the suffragettes of the entire world. 
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(Preparations have been made by ten of the 


ROTARIAN 


A Hundred Years of Peace 


The Centennial Celebration of the Battle of Lake Erie 


By Colonel Henry Watterson 


states and the United 


\merican 


States Government for the erection of one of the most beautiful and imposing shafts 
ever designed as a Memorial. A picture of the shaft appears on the frontispiece page 
‘ this magazine. The Perry Memorial will be located on an island in Lake Erie 
about midway between ( ‘leveland and Detroit ve looking the scene of the great naval 
battle of Lake Erie where in September, 1813, Captains Perry and Barclay met and 
fought it out in the manner of sea-fighters of a “aan ago. Upon the issue of this 
battle hung the ownership of the territory stretching along the great lakes, now dotted 


by famous cities of remarkable growth and wonderful development. Each of 
cities is planning to have a commemorative celebration in 1913 following the 
In charge of the 


of the Memorial at Put-in-Bay. 


these 
dedication 


construction of the Memorial and 


the arrangements for the celebrations is a joint board of commissioners appointed by 


the President of the U. S._ OVE 
the Commissioners from Kentucky is Col. 





HATEVER we may or may not 
be, we Americans can scarcely 
be called a memorializing peo- 

ple. We seem, indeed, readier to accept 

the self-assertion of the living than to 
erect monuments to the dead. Long ago, 

Jarnum, the showman, discovered that 

even as the average Englishman dearly 

a lord does the average Yankee dear- 

ly love a humbug. It is to the women of 

our land that we are indebted for the 
stately shaft in honor of Washington 
which towers over the National Capital, 
as well as for the ownership of Mount 
Vernon. Latterly Lincoln has been com- 
ing to a proper recognition. But when 
we look for visible signs of the saints 
and sages, the heroes and martyrs of oth- 
er days, we discover that they are few 
and far between and very hard to find. 

In Europe, go where you will, you may 
not come upon a village or hamlet that 
boasts not some expression of pious hom- 
age and local pride in bronze or marble, 
some “storied urn or animated bust,” re- 
calling the life and deeds of the great man 
who was born there, whilst the parks, 
the streets and public places of the cities 
and towns are everywhere ennobled and 
beautified by the imagery, inspired by 
the nomenclature of the past, vitalizing 
history and educating and elevating the 
people. 

Around the Great Lakes, as we call our 
inland oceans, with Chicago, the world- 
famous, for an axis, flanked by Milwau- 
kee, the Queen City of Wisconsin, and 
Detroit, the Fairy Goddaughter of Michi- 
gan—sailing from: Duluth to Buffalo— 


loves 





and the Governors of the 
Henry 
ville Courier-Journal and author of the following article.) 


(One ot 
Louis 


various states interested 
Watterson, proprietor of the 





tarrying awhile at Toledo and Sandusky 
and Erie—shame upon them !—we look, 
with a single exception, in vain for some 
evidence that less than a hundred years 
ago there lived a man named Oliver Haz 
ard Perry, and, fishing resort, 
that there is, or place called 
Put-in-Bay. 

All honor to the single 
Cleveland, that miracle of modern prog 
which carries Ohio’s challenge to 
Northwest and gives her rivals 
hand a run for their money, we 
on the 10th of September, 
was fought by Oliver Haz 
waters of Put-in-Bay, 
victor to relate that 
enemy and they are 


Save aS a 
ever was 


exception. In 


ress, 
the Great 
on either 

do learn that, 
1813, a battle 
ard Perry in the 

which enabled the 
“we have met the 
ours!” 

Next after John Paul Jones stands 
Oliver Hazard Perry. Jones brought the 
American Revolution home to England. 
Perry drove England back behind the 
barricades of her New France. The fight 
off Scarborough Head in the North Sea 
told the world that if England was the 
mistress of the sea, America was master. 
The fight off Put-in-Bay rescued the ter 
ritory conquered by George Rogers Clark 
and wiped out the disgrace of Hull’s sur- 
render. Jones laid the cloth for the 
French alliance. Perry cleared the way 
for Harrison’s advance and shortened the 
distance between Bladensburg and the 
Treaty of Ghent. But, above all, it was 
Perry, like Jones, who gave the world 
assurance of a man, of an American and 
of America, the resistless, the unconquer- 
able; of the flag, the glorious, the won- 


















BY 
a 8) 





der-breeding ; of the Union, the imperish- 
able. Over every frontispiece from the 
Aurora Borealis to the Southern Cross, 
over every temple of liberty and trade, 
over every arena of manly prowess and 
productive achievement, blazing in letters 
of living light, as Webster would have 
said, shine forever the letters that spell 
the words, “We have met the enemy and 
they are ours.” 

[It was a marvelous battle, a magical 
victory. The story reads like a page out 
of the impossible. Truly is there a des- 
tiny that governs the world and rules in 
the lives of men. The young subaltern, 
rusting and fretful in the little Rhode 
Island seaport; the longed-for call to ac- 
tion and the instant answer of the min- 
ute men; the sudden apparition of a fleet 
in the harbor of Erie as though some wiz- 
ard hand had touched the forest and com- 
manded its trees of oak and ash to rise 
and sail the deep; the thunder of the guns 
carrying Freedom’s message of defiance; 
the havoc, the repulse, the running of 
the gauntlet of fire and blood from ship 
to ship. Let me read you the brief, im- 
mortal story. I take it from the graphic 
narrative of John Clark Ridpath. 

The Lawrence, Perry’s flagship, began to suf- 
fer dreadfully under the concentrated fire of 
the enemy. First one gun then another was 
dismounted. The masts were broken. The 
rigging of the vessel was rent away. The 
sails were torn to shreds. Soon she yielded 
no longer to the wind, but lay helpless on the 
water. 

On the deck death held carnival. The Am- 
sailors lay dead and dying on every 
hand. During the two hours that Perry faced 
his antagonist his men were reduced to a 
handful. Entering the action the Lawrence had 
a crew of officers and men numbering a hun- 
dred and three. Of these, by 2 o’clock in the 
afternoon, eighty-three were either dead or 
wounded. Still Perry held out. Others fell 
around him, until only the commander and 
thirteen others were left uninjured. 

Meanwhile all the ships had become en- 
gaged, but the Niagara only at long range and 
ineffectively. Elliott, the captain of that vessel, 
perceiving that resistance from the Lawrence 
had ceased, now sailed ahead believing that 
Perry had fallen and that the command had 
devolved on himself. It was at this juncture 
that Perry resolved upon that famous exploit 
which has made his name immortal. He pulled 
down his battle flag, but left the Stars and 
Stripes still floating! Then, with his brother 
Alexander and four of his remaining seamen, 
he lowered himself into the boat, stood upright 
and ordered the men to pull for the Niagara. 

That vessel was more than a half-mile dis- 
tant. It required the oarsmen fully fifteen 
minutes to make the passage. The boat had 


erican 


to pass in full exposure to the enemy's guns. 
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The British at once perceived what was 
As the smdke cleared from around th 
of the Lawrence they saw the daring act 
commander, transferring his flag from o1 
to another. His own vessel was shatt: 
death, but there was the Niagara, hal 
strong. Should he succeed in making her 
the battle would be to fight over again. \ 
or defeat was turning on the issue. 

The British guns opened on the littl 
Discharge after discharge followed. S. 
the shot struck the frail cockle, and the 
ters flew; but the men were unhurt. 
continued to stand up as a target unt 
faithful seamen refused to pull unless he 
sink down to a position of greater safety 
shot from the enemy’s guns knocked the 
into spray around them, but the boat r 
the Niagara in safety, and Perry was tak 
A moment more, and his battle flag was 
above the unhurt ship. 

May every schoolboy and every sc 
girl in the land read the rest of it; | 
his foot upon the deck of the Niagar: 
battle flag again flying at the fore, 
swooped like a hurricane down upo: 
enemy’s line; cut the British fleet in : 
right in the middle, three vessels 0: 
right, three upon the left; broadside 
broadside on either hand; death and 
struction in his resistless wake. | 
minutes and all is over. The brave | 
lish commander, Barclay, hors du 
bat. His second in 
killed outright. Human nature could | 
out no longer. Down comes the Brit 
flag. We had met the enemy and 
were ours, “two ships, two brigs. 
schooner and one sloop,” said Perr 
his report to Harrison, written upon 
back of an old letter, his hat for a desk 


The victor (again I quote from k 


path) did not in the elation of his triun 
forget the situation around him. 


caused himself to be transferred from | 


still unhurt Niagara back to the blo 
deck of the Lawrence. There, and 


in some other place, would he receive | 
The British o! 


surrender of the enemy. 
cers as they came up to present tl 


swords had to pick their way throu 


dead and dying, slipping in pools of bl 
as they came. Perry bade his anta 


nists retain their swords, his the chiva! 
of one to whom the fortunes of war h 


given the power, but not the right, 
1umiliate a fallen foe. 


In the silence of the following nig 
the dead sailors, British and America 


were consigned to their last rest in 
clear waters of Lake Erie. 
Perry brought back to Put-in-Bay 
own and the captured fleet. 


command, Fin: 


The next d: 


Sailing in‘ 


Tecan SAE Se 

















rwe 
arbor, the dead officers of both com- 
s were buried on the shore. The 
sses had been very great. On the 


rican side twenty-seven were killed 
ninety-six wounded—this out of a 
of but little over four hundred effec- 


men. The loss of the British was 





Pyramid of Cannon Balls on Put-in-Bay Island, marking the Gra 
sattle of Lake Erie. 
from the proceeds of an Amateur 

Island, is the only recognition which a 


sritish Officers killed in the 


hitherto 


rty-one killed and ninety-four wounded, 
the gallant Captain Barclay, who had al 
eady lost an arm, having the misfortune 
) lose the other. 
Great was the fame of the battle and 
{him who won it. It was the first time 
history that an entire British fleet, 
rge or small, had taken in any 
pen, equal conflict. Lake Erie was clear- 


been 


= ed. The way for Harrison and his braves, 
Shelby and his hunting shirts, was 
pened, and forever and ever the Great 
rthwest, rid of invaders, was re 
emed. 


\ hundred years have come and gone— 
iundred years of peace between the two 








Further Information Regarding the 
bration can be obtained by 


Federal Blde., Cleveland, (Ohio), U. S. A 


bestowed upon the sacrifices of 


Pet ry 


addressing Secretary G¢ 
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nations of Anglo-Saxon and Scotch-Iris! 
blood and tongue—and we are about 
celebrate with fitting rites the heaven 
blessed consummation. No wounds sur 
vive the War of the Revolution or 
Each party to the strife 
a valiant. Each carried its trophies 


1812 


itself 


shi Ww ¢ 


\meru 
» erecte d 


the 


This humble t1 
Entertainment on 
grateful Nation | 


1 


these her 


Theatrical 


1 


each has nursed its glories 


Blood is thicker than 


from the field, 


not its oriefs. wa 


ter, On the 10th of September, 1915, 
we shall do honor alike to Barclay and 
to Perry, the monument over both 


Monument of Peace. Thenceforward un 
til the end of 1914, the centenary of th 
Treaty of Ghent, the jubilation will pro 
ceed, mutual and unabated. 


WW attiran. 


1912. 


Ay 


17 


Louisville, Ky., July, 


Centennial Cele 


Memorial and th 


neral Webster P. Huntington, 
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THE FIRES OF CIVIL WAR. 


Nearly half a century has passed since any 
prominent public man in the United States has 
talked civil war, but that talk is heard daily 
in England, says the Saturday Evening Post of 
Philadelphia. Addressing three thousand 
specially invited guests of the Duke of Marl- 
borough and some fifteen thousand mere peo- 
ple, at Blenheim Palace recently, the leader of 
the Conservative party said of the Asquith 
government: “We regard them as a revolu- 
tionary committee which has seized by fraud 
upon despotic power. In our opposition to 
them we shall not be restrained by the bounds 
of an ordinary political struggle. We shall use 
whatever means seem likely to be most ef- 
fective.’ If the government should force 
Home Rule upon the Protestant minority in 
Ireland, said Mr. Law, “it would succeed only 
in lighting fires of civil war that would shatter 
the empire to its foundation.” If that attempt 
be made, he added, “I can imagine no length 
to which Ulster will go, in which I shall not 
be ready to support them.” 

For months, of course, Ulster has been de- 
claring it would resist Home Rule by armed 
rebellion, and the official chief of one of the 
great English parties now publicly encourages 
that attitude. Since Appomattox there has 
been no parallel to this in American politics. 
Probably a great majority of Englishmen re- 
fuse to consider this talk seriously; but before 
Sumter was fired upon a great majority of 
Americans refused to take our talk of civil war 
seriously. 

It is an interesting incidental fact that these 
threats of armed rebellion against the estab- 
lished government proceed, not from dan- 
radicals but from the safe and sane 


gerous 
Tories. 








TURKISH BATH IN LAPLAND. 


In a Hut Vapor Is Produced and a Roll in 
Snow Follows. 

There is a widespread use of the vapor, or 
Turkish, bath, remarks Harper’s Weekly. Even 
in arctic Lapland the use of a Turkish bath of 
very primitive form is common. It consists 
of a hut attached to every farm. In the middle 
of the hut is raised a kind of beehive of rough 
stones and in this a fire is lighted. When the 
stones become redhot they are drenched with 
water, so that the place is filled with vapor. 
Then enter the bathers, who are armed with 
birch twigs, with which they belabor one an- 
other until all are in a state of profuse per- 
spiration. Then all leave the hut and roll in 
the snow outside. This last function, it will 
be observed, is equivalent to the cold plunge 
which is the final experience in the Turkish 
bath as known to us all. 











HIS BETTER HALF. 


“I’m introducing a brand new invention—a 
combined talking machine, carpet sweeper and 
letter opener,” said the agent, stepping briskly 
into an office. 

“Got one already,” answered the proprietor. 
“I’m married.”—Bohemian. 









BABOO ENGLISH. 


East Indian baboos—that is, natives th 
English educations—produce some of the jos; 
amusing specimens of English compo: : jon 
ever written. The following is a copy ; , 
letter from a Bengali baboo out of em; |oy. 
ment, sent to an officer in civil empl. jy 
Burma: “Honoured Sir: Last evening, ile 
perigrinating through the city, I am hearing 
from friend who was likewise enjoying eve iin, 
zephyrs that vacancy took place in your |)ich 
ness’ office by death of baboo—poor may | 
am greatly sorrowful for his demise, he has 
left gigantic family, who will feed their mouths 
the devil knows. Your honour will see from 
my ludicrous and weak-hearted tone of ce 
that I am well meaning, hard working, extra 
energetic devil may care sort, requiring aljun 
dant field for displaying copious brain power 
hitherto limited by blackguard schoolmast-r 

“For my qualifications please note that | }\4\, 
passed middle English and also appeared {0 
F, A., but was plucked through ignorance « 
examiners. I am damnably well up in precis: 
writing drafting docking and office routin 
work, and in private life I can be addicted to 
swearing English Oath and other ramificat 
too numerous to mention, and can also drin| 
one d— strong whisky peg. I am no orth 
dox believing all other superstitions of an 
cient forefathers, nor am I an iconoclast 
stroying idols and such like to great detri: 
of hypocritical and scoundrel. 

“Tt is with fervance that I solicit your Ma 
esty’s hand and heart in moving this my peti 
tion to your own favourable condition my wiie’s 
heartfelt gratitude who will pray on bended 
knee for long and continued prosperity of you 
Majesty’s honour and all your posthum 
children to follow up—Audh Behari Lal.’ 





MUSEUM OF THE RHINE. 


A Rhine museum is soon to be founde 
Koblenz if present plans are carried out, t 
Scientific American states. It will includ: 
large collection of charts, pictures, models and 
diagrams illustrating the physical conditions, 
past and present, of the famous river, and 3 
complete exposition of its economic history 
Some of the unique features will be: Mode's 
of the various types of vessel used on 
Rhine from early times to the present; model: 
of past and present bridges; illustrations 
the methods and apparatus used in maintaining 
and improving the navigability of the river. \ 
fine series of geological models is contem 
plated. The city of Koblenz has already given 
a site for the building. 





EDITORIAL CRITICISM. 


Little Johnnie had been reading the new 
paper. 

“Pa,” as he laid the paper aside, “Where 
Dresden?” 

“Dresden? Why Dresden is in German 
my son,”-said Mr. Knowitall. “Why?” 

“Oh, nothin’,” said Johnnie, “only this pa; 
must be edited by an iggeramius. He speaks 
Dresden China.”—Harper’s Weekly. 
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Common Sense in Advertising 
By H. M. Barnes 


“Aad” Man for Russell-Miller Milling Co., Tells Minneapolis Rotary Club That Grotesque Caricatures Are 
Out of Place in Modern Advertisements 


\lleged humor and grotesque caricatures are 
out of place in modern advertising, according 
to Mr. Barnes, advertising manager of the 
Russell-Miller Milling Company. Mr. Barnes 
delivered an address on “Common Sense In 
He de- 


“human 


Advertising” before the Rotary Club 
clared that straightforward, sincere, 
common sense” copy that has a “punch” can’t 
help being effective. 
Mr. Barnes’ address fol- 
lows: 

“Business is a 
tremendously serious 
proposition and adver- 
tising is a vitally im- 
portant element in 
business. 

“So-called 
schemes,’ 
ideas, ‘misleading in- 
ferences, ‘jokes,’ ‘puz- 


‘clever 
‘brilliant 


zling phrases,’ in fact 
any caricatures of 
word or illustration 
have no place in adver- 
tising. Even the most 
confirmed advocate of 
the burlesque in adver- 
tising wouldn’t think 
of introducing clown- 
ish characteristics in 
his manufacturing, ac- 
counting or office de- 
partments. Not only 
is your sense of the 
‘eternal fitness of 
things’ jarred by these 





without first securing complete specifications 
It would not be enough for the contractor to 
know that a home was wanted, he must have 
the details, not only for the outside general ap 
pearance but for the arrangement of th: 
rooms, the location of the windows and doors, 
lighting 


the heating and and plumbing and 


elements too numerous to mention 


other 


which go to make the 
nished construction 

satisfactory and_ suit 
able home. Just as the 
shell of a _ building 


furnish mor 


would I 
protection than noth 
ing at all, so the mer 
placing of type and 
illustration and the 
name of your product 
is better than no adver 
tising at all. But just 
as a completely fur 
nished and wisely fin 
ished home brings tl 
maximum _ satisfaction 


that a home could 


bring, so a wisely 
planned, sensibly exe- 
cuted advertising cam 
paign brings the max 
imum benefits that may 
be expected of real ad 
vertising. 

“Let us think of an 
advertising campaign 
as a circle divided int 


three segments; one 


caricatures, but you are H. M. BARNES. represents the maga- 
n “rms , im- S . zine advertising; one 
ot permanently . - Advertising Manager Russell-Miller Mill ? 
pressed by them. Your ing Co., Member Minneapolis Rotary Club, Tepresents the co-oper 
attention is so com- Minneapolis, Minn. ation of your selling 


pletely taken up by the 

smartness’ of the phrase or illustration that 
the commodity advertised is lost sight of. 

“A common sense, comprehensive, carefully 
developed plan is the first step in a successful 
advertising campaign. 


Must Have Detail. 


“ 


A man would be regarded as extremely 
foolish to start building a permanent home 


department; the other 


1 


the co-operation dealers Your 


magazines reach 


your 
advertisements in the 
millions of families and _ tell 
product. For the sake of 


them the 
story of your 
argument let us presume that your copy is 
perfect; in other words it not only places your 
name and the name of your commodity before 
] ‘ ] 


the readers of the magazine, but that it also 


makes them want to buy the article you are 








THE 





This much help certainly benefits 


lvertising 


usiness., 
Co-Operation Necessary. 


lo get anything like 100 per cent of the 
help you might, the other two elements cannot 


be overlooked. You have not been able in 
your magazine advertisements to tell your 
prospective customers where your article may 
be obtained. It is also possible that your deal- 
ers, especially those you want to sell, would 


re interested in your proposition if they 


pe n 


knew how you were stimulating a demand for 
your particular commodity in their locality. In 
order to give the ultimate consumers of your 
product the names of merchants within their 


reach who could supply them, you must have 
the co-operation of your dealers. In order that 
dealers may understand the importance of your 
account to them you must have the co-opera- 


tion of your sales organization. The circle 
would be incomplete with any one of these 
three omitted, and yet there are concerns 


spending a considerable amount of money in 
advertising who have entirely disregarded one 
the three elements so essential to 
successful advertising. Common sense must 
be applied first in formulating and construct- 
ing a comprehensive plan and second in unify- 
ing and completing that plan. 

of the important functions of an ad- 
vertising plan is that it gives you a birdseye 
view of all of your business promotion work. 
lt makes possible a campaign that “hangs to- 
gether,” that gets the utmost out of every ef- 
fort, and every phase of your advertising ac- 
In a campaign that has for its basis the 
national magazines there are two divisions 
which deserve special attention, first the copy, 
which includes size of space and media, and 
second the use made of the copy with dealers 
and members of the advertiser’s organization. 


or two ot 


“One 


tivits 


Is Classed Differently. 


“Copy may fall into any one of numberless 
different classifications—the most obvious per- 
haps are the one that simply keeps the name 
of the commodity before the public and the 
other that really educates—explains the su- 
periority of the commodity. Either can be 
prostituted by the introduction of any sugges- 
tion foreign to the merchandising purpose, or 
by the introduction of any element not sanc- 
tioned by common sense. 

“Magazine readers are seekers after informa- 
tion. They read advertisements mostly to 
learn something about the different articles 
on the market. They unconsciously form an 
opinion about the advertiser as well as the 
advertised article. On this account it is worth 
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while to see to it that the copy reflect 
true personality of the advertiser. It’s ; 
difficult to give in a piece of advertising 
an accurate impression of the personalit 
a firm when the 
of the advertisement is a caricature of any 
“It’s also difficult to tell a convincing, 
prehensive story in an advertisement wit 
using words and phrases and sentences. 
exact number of words necessary for a 
in one of the magazines of course cann: 
determined. But there certainly is a wa 
writing copy so that you catch the reade: 
only glances at the page as well as the r 
who really wants to know the reasons 
spending his money for the particular 


most obvious charact: 


advertised. 

“Wise advertising makes it possible for | 
to exercise intelligent selection. To be 
to choose one of many different brands 
the same goods they must know more 
the name. They must be familiar with m: 
and characteristics of each. The one 
choose is the one they know the most al 


Must Attract Attention. 

“It’s a perfectly self-evident fact that « 
must attract favorable attention. 
this through illustrations, some throug! 
individual style of type arrangement, s: 
through striking headlines. Much may be 
in favor of each. It does seem like a wast: 
space and energy to use an illustration enti 
foreign to the subject. When the picture t 
part of the story or is an argument in its: 
or brings out some particular point of m 
then the picture is good. A special styl 
type arrangement must be radically differ 
and widely used before it accomplishes its p 
pose, The striking headline, it seems to 
is the common sense, logical, permanently 
fective way to stop the reader. 

“In determining the wording of the capt 
one can accomplish at the outset a peculi 
interest because the subject can be opened | 
from the point of view of the reader.. Yo 
story has a much more immediate as wi 
as permanent effect when it is presented fro 
the point of view of the one who uses t! 
article you sell. In other words, when y 
put into type what the consumer thinks, « 
feels he ought to think, your story will co: 
vince. Compare these two captions whi 
were copies from a right class publication 

“*The Kind we build is the Kind we shou! 
like to buy.’ This is vague; it doesn’t give an 
information; it hasn’t the intimate, persona! 
appeal. 

“*VYou get threshing efficiency with a Blank 
outfit.” This tells something; it gives expres 


Some att 
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to a characteristic that the farmer hoped 


nd in the threshing outfit; it gives him an 
e for paying out a lot of money for a 


of machinery he could get along without. 


Common Sense Important. 





ommon sense is nowhere more important 


the preparation of captions than in the 


In the first place, copy must be set up 
type that emphasizes the important points. 


t of big type or a dozen different styles 
type in the same advertisement is very like 
from 


» detract rather than secure the de 


| emphasis. Copy ought to be simple, easy 


inderstand. Very few of those who read 
ertisements are going to take the trouble 
puzzle over a vague sentence or far-fetched 
rence. Straight-forward, sincere, human 
mmon sense copy that has a ‘punch’ can't 
elp being effective 

[he merchandising of any commodity in- 


des the efforts of the sales as well as the 
idvertising department in addition to the ‘firm 
yersonality,’ the policies of the company in all 
the 


out of question, it 


sn't common sense to think of divorcing ad 


transactions, it’s 


ertising from the other activities, the other 
the The 


m, the co-ordination of the sales and adver 


arts of samme organism. co-opera- 
departments are absolutely essential to 
the full The 


more de 


sing 


realization of value of either 


dvertising department is perhaps 
pendent upon the sales department. The valu 
a consistent, persistent advertising policy 
the 


are 


be largely measured by 
the 


importance and 


any firm may 


xtent to which individual salesmen 


onvinced of its assistance. 
lvertising by itself helps some, but that 100 
can be 
the 
selling organization make the advertising do 


er cent efficiency everybody wants 


y secured only when those connected with 
ts full share of the work 
Is a Big Force. 
advertising is a tremendous 
the 


“The fact that 


irce in every locality goods are 


where 
arried avails little unless the merchants know 


out it and know how to take advantage of 


The men who are in closest touch with 
ie dealers are the logical missionaries [f 
ery salesman of an advertising firm would 


pend 15 minutes thinking about this proposi- 





ion he couldn’t help seeing the logic, the com- 
on sense of putting the 
heel and taking every possible advantage of 


his shoulder to 


he advertising activities of his firm 
“The salesman who appreciates advertising 





: nd uses it as one of his important selling 
. 4 ints has everything to gain and nothing to 


se, even from the most selfish point of view. 
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Advertising is the salesman’s servant t his 
substitute It helps | St re irge ‘ 
of business, it makes m worth mx 

firm as well as to himself, it makes his sala 
check bigvet In ad { n tf the ert 
sonal bene ts to Line ta 1g 

tage ot if rtis eprest tati\ S 
certain duty n ine on wit! t 

duty to hin self t uke the n st is 
tunities It’s his d energet | 

out the | 1¢1e€s I ~ mpany | W 

WIs¢ in he ¢ s I its S 

to @ive ¢€ I ( ] e Calis I i] ( 
formation about his ods that will hel 
re-sell them at a1 hit t’s his particular 

to expla Nn ¢ ( M Mer | 

ocus tional adve sing his \ 

and point out how thc erchant can 

antage ot a great isting ree 

the salesman isn’t I S v by 1 

After all is there ar aso! ( 

sense¢ iew that can exist t I that 

sales and advertising activities are ins 


ae, | 
co-Telatec 


Dealers Must Be Considered 


ilers wl \ Q 
considered in mu sami itegor 
salesmen vho sell t dealet | ( 
most important ele nt in dist 
plat The ere¢ ct t é 
urthet m the eC ¢( S ly 
all the more important 
the necessary consideration. In 1 rst 
your dealer wants « peration, not « 
| like to think of the dealer as a partnet! 
the head of an important brancl f the bus 
ness He has a very definite t 
tribution of any commodity He al 
forge what would otherwise be a missit | 
in the merchandising plan. It’s larg 


him to see to it that Mrs. Brown or Mrs 


or Mrs. Smith know that they can 

him the articles they see advertised in th 
favorite magazines Otherwise 1 

demand created by the magazine 
national advertising is lost, temporat 
least. The merchant’s customers and | pe 
tive customers must now | i 
goods or they will not ask hin r the 

don’t go to a drug store for horsesl 


ort” : | 
The most economical and effecti 


connect general advertising with sp l 
distributing points is for the local dis t 
himself to see to it that every family 

he handles the article in questio: Ve 

dealer will want to do his part just 

as he fully understands the details 

plan and appreciates that it is t 











in dollars and cents to focus your general pro- 
motion work on his specific local business. 
Just the minute your dealer gets to the point 
of wanting to take advantage of his opportun- 
ity of making your national advertising work 
for him, he can bring about the desired re- 
sults better than anybody else. 


Must Be Consistent. 


“Most retailers appreciate that national ad- 
vertising helps them, and few advertisers nowa- 
days attempt to deceive the trade regarding 
the scope of their advertising campaigns. Re- 
tailers realize that there is a difference between 
spasmodic advertising spread out over a great 
big territory so thin that it isn’t noticed, and 
consistent, persistent advertising every month 
and every year for a term of years, 

“It is true that not every dealer understands 
the importance of co-operating with the manu- 
facturer nor is every dealer able to see how 
such a course will pay him in increased profits. 
You’ve got to show him. You can’t compel 
him to see through your eyes. Information, 
not imposition, is what he wants. You, through 
letters and printed matter, and your salesmen 
through personal explanation, must accept the 
responsibility of describing clearly the details 
of your promotion work. It’s certain that your 
dealer can’t possibly work with you unless 
he knows what your work is and how far it 
goes. 

“In order to make it easier for the dealer 
and in order that your plan may be unified 
you should provide window displays, inside and 
outside signs, store cards, circulars and other 
suitable advertising material. Yours is the 
pioneer work, your dealers may localize your 
efforts and use them to their own advantage. 


Encouragement Required. 


“In some cases, on account of unfamiliarity 
with advertising, the dealer requires a certain 
amount of encouragement. He at least de- 
serves to know that you appreciate the impor- 
tance of his part in the merchandising plan and 
to know that you are ready and willing to 
give him every reasonable assistance. Adver- 
tisers have in a way undertaken to see to it 
that every possible customer is provided with 
information about their particular article. 
When a housewife has been interested by ad- 
vertisements and attempts to secure specific in- 
formation about the article in which she is in- 
terested she naturally goes to her dealer. You 
are casting a slur upon her credulity unless 
you have provided your dealers with informa- 
tion about your product. It is simply good 
common sense for you to see to it that every- 
one connected with your distributing organiza- 
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tion—retail clerk as well as traveling sale 
—is fully prepared to answer questions 2 
your product. Your dealer’s interest and y 
is a common one. The dollars and 
profits of one insure the profits of the o: 
It is impossible for any manufacturer wh: 
tributes his product through retail deale: 
increase his volume without increasing 
volume of the retailer’s business. It is o; 
the question for any dealer to appreciate 
point until he knows the facts about your : 
chandising efforts. 

“It is just as important to apply com 
sense in the elimination as in the constru 
of advertising activities. There are very 
firms who can take advantage of every op; 
tunity for investing money in advertising. 
as there is a limit to the life insurance w! 

a man on a small salary can carry so ther 
a limit to the advertising appropriation w! 
any concern can carry. 

Must Have System. 

“With the existence of a carefully developed 
definitely formulated advertising plan, the 
elimination of extra advertising investment 
can be handled very easily. In the absence oi! 
such a definite plan the situation can not hel; 
becoming more chaotic with the suggestion 0! 
every superficially beneficial scheme. Whe: 
your advertising activities have a definite pu: 
pose and a sincere effort is being made to kee, 
them unified and every one directed to a ce! 
tain goal, the question as to whether this 
scheme or that scheme will prove beneficial 
not the important one. The situation resolves 
itself rather into a question as to whether th: 
absence of the particular scheme will detract 
from your general campaign. The question you 
have to answer is not, ‘Will this do us som: 
good” but rather, ‘What harm will result if w: 
do not do it?’ 

“At first thought you might be of the opinion 
that the only reason for advertising is to sel! 
more goods. There are, however, other reasons 
frequently not admitted by the advertiser that 
influence advertising policies. One which has 
been called ‘Advertising for a halo’ is wort! 
mentioning. lt may also be characterized a: 
‘Advertising vanity.’ The man who choose: 
medium and insists on copy simply to gratif) 
his own individual whims, to secure the ap 
plause and approbation of his friends and 
acquaintances, who advertises not for the good 
it will do his business, but for personal glory) 
and applause, is guilty of one of the worst 
blunders in our modern business life. 

“Hours might be spent in analyzing the ques 
tion, ‘Who pays for advertising?’ Advertising 
is an economic saving; in the long run it pays 
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for itself. And any dealer, if he won't be con- 
vinced that advertising pays for itself, can 
easily be shown that he cannot possibly invest 
his money to as great an advantage as by pay- 


his share of the national advertising ex 
yense of any meritorious article he carries. 


Pays Everybody. 


\ lot more time might be spent on the 


question, ‘Who benefits from advertising?’ Tak- 
ing the proposition in its general aspect, it is 


rtain that advertising pays or manufacturers 


would not be doing it. It cannot pay the 
manufacturer without increasing the profits of 
that manufacturer’s local distributors. It can 


not pay the manufacturer without increasing 
the volume of sales of the members of the 
selling force. It cannot continue to pay the 


distributors unless the ultimate consumers are 


satisfied. Common sense advertising pays 
everybody. 

“Tt is next to impossible for any of us to ap- 
the 


preciate all of the basic elements, actual 


importance and scope of advertising. I have 
simply tried to point out that advertising is one 
departments in a well- 
organized that it should 
operated by the same brand of common sense 


of several important 


business house; be 


that governs other departments; that there is 
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not any magic or necromancy about it; that the 


by-products—the use advertising with sales 


j 


men and dealers—should be conserved an 


utilized; that your dealers are really an in 
tegral part of your organization—your 
ners; that a wise advertising campaign t 
have for its basis honesty and sincerity 

\ od nat well advertised, iS I 
structible Your buildings may crumbl 
burn, all of your stock may be destroyed, 


employes may leave, but that good name is 


permanent foundation upon which a new bus 


ness cat y and firmly constructed 
Bex ius¢ advertisi1 v has not weight, he 
breadth and ickness, because it is not ma 
terial and not destructible it does not follow 
that it has no permanent value to your business 
Common sense advertising is your most val 
uable and tangible asset 

“Advertising is simply doing one thing aite 
anothe1 a series of chores, each incomplex 


in itself, but bearing a certain definite relation 
to a highly complex and well organized, uni 
fied, comprehensive plan formulated soberly 
seriously, studiously, with common sense, the 
sole purpose of which is to tell folks about 
your commodity in such a way that they will 
want to buy it.”—Minneapolis (Minn rt 
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A Little . 
Bird Told S 
Us That— | - 





Boston Rotary is going to have a “Bu 
Show” on the 5th, 6th and 7th of Decen 
* 7 


The Dallas (Tex.) Rotary Club has tl 
and not the individual as a member. 
J 


Clayton W. Pike of Philadelphia has be: 
tending a meeting of municipal electric 
gineers in Peoria, III. 

MS 


Dr. Frank R. Walker of St. Joseph, M¢ 
just finished a series of post graduate 
in Chicago. 

a J 


Edwin J. Lewis of Harrisburg has re 
returned to his home city after a trip thr 
the southwestern states. 

7 


Vice President Robert H. Clark recent 
ited the Worcester (Mass.) Rotary Clul 
gave them an address on Rotarianism 
was appreciated. 

a 4 

Vice President Russell F. Greiner did 
wise for the Rotary Club of Omaha. Ru 
used to be afraid to talk in public but 
getting bravely over it. 

a J 


H. P. Pratt of Tacoma is in Boston to } 
est the Easterners in municipal bonds of \\ 
ington. He visited many Rotary clubs w 
en route. 

4 

Capt. C. F. Connor of Kansas City has | 

visiting the headquarters of his concern in | 


cago. El Capitan is chairman of the men : 
ship committee of his Rotary club. ; 
The new constitution and by-laws for 4 
International Association together with q 

model constitution and by-laws for local clu 
have been distributed to all the affiliated cli a 
s j 


Mr. A. P. Bigelow, Vice President of 1 
Rotary Club, London, has been appointed a: 
confirmed as a Director of the Internation 
Association vice Director F. L. Thresher 
Minneapolis, who resigned after two years 
active service in order to give some one els: 
chance to distinguish himself. 


(Continued on Page 36.) 
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TRUE HOSPITALITY. 


How much does the law of custom and hos- 

tality require from the host? It is apparent 
that if you ask a man to come to your home 
ig a guest he cannot expect to pay for any- 
thing. You yourself do not pay directly for 
our dinner or your bath. There is no way 

computing his obligations to you in dollars 
ind cents but if he should accompany you to a 
sublic place—that is different. There you pay 

me one direct for what you have. He can 
do the same for what he has. There is no ex- 
suse for you paying his bill unless you want 
to put him under obligations to you as posi- 

vely as though you handed him a piece of 
sive or gold or a bank note. Therefore, if 
ou would permit him to maintain his self- 

spect you will have to allow him to pay for 
iis own dinner and THIS is what it is pro- 
posed shall be done with visiting Rotarians at 
ill Rotary Club luncheons or dinners. 


lf a Los Angeles Rotarian happens to be in 
Saint Louis or Detroit he probably would like 
to attend the Saint Louis or Detroit Rotary 
Club luncheon but he would like to go there 
n the same basis that he would go to thie 
incheon of his own club were he at home in 
s Angeles. He could go there and nay for 
own luncheon—if he could do the same in 
Saint Louis or Detroit he would feel more free 
» attend the luncheon than he would if he felt 
at-someone would insist upon paying for 
meal. 


lens this a good custom to establish? Ro- 

luncheons and dinners are held at public 
ite ole and restaurants. Let the welcome to the 
siting Rotarian be most cordial. Give him a 
earty hand-shake and a seat of honor but do 
tt embarrass him by insisting upon paying 
r his meal. 





SHALL THE NAME BE CHANGED? 


The members of the Rotary Club of Seattle 
ave always taken Rotary seriously. They 
ive given deep thought to its origin and de- 
elopment, its principles and practices. They 
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have furnished to Rotary such leaders as Sk 
and Pinkham and Denny and scores of 
philosophers not =; well known by nan 
Out ot Seattle came thre Rotary Platte rm” 
our first great step towards the establishment 
of our Declaration of D ndence And now 
comes the startling proposition that the 
“Rotary” should be scrapped 

Seattl Wash Se] i. # 
Mr. Chesley R. Perry, Editor The Rota: 
Chicago, III 

Dear Perry 

Skeel and I were talking this noon 
lunch about the name of the Rotary Clul We 
think that it conve yng idea to outsiders 
of what our association really is. The nat 
“Rotary” originated, I believe, from the cust 
ot the first club in going to different places 
each week for its luncheons, To outsiders and, 
| fear to many of our own members, the word 
Rotary signifies that we endeavor to yrnfit 
our business dealings within the members| 
the club 

If our first club had not adopted the custo 
of rotating in their places for luncheon l 


the club have 
Now that the 
become obsolete in the new clubs, does! 
name “Rotary” have the tendency to misrepr: 
sent our real purpose 


been called the “Rotary Club 
custom and rotating thusiy has 


Skeel said today that he would like to have 
this question discussed in The Rotarian. There 
fore | am writing oday to ask you if yo 
would take this matter up for discussion anc 


xpress their vie. 
ge the next iss 


some 


ask other Rotarians to « 
We are all anxiously awaitin 
of The Rotarian and are expecting 


pretiy fine. With best wishes for yourself and 
success to The Rotarian, I remain 
Yours very truly, 
EARL J. McLAUGHLIN 
The question is before the house Let us 
have a real, live discussion, With this subj 
we will start a department “For the Good of 
Rotary’—but we must have a better heading 
for it. One dollar will be given for the best 
cepted suggestion for the heading.—C re 
WHOM DO YOU SUGGEST? 
If you know any good, leading, liv re 


business man in the following cities (or in any 
others where Rotary has not been established) 
send the names and addresses to Chesley R 
Perry, Secretary, 911 First National Bank 
Building, Chicago: Milwaukee, Indianapolis, 
Little Rock, Grand Rapids, Albany, Savannal 
Richmond, Montreal, Toronto, Birmingham 
Atlantic, Mobile, Fort Worth, Galvestor 





AN APOLOGY TO MR. HODGSON. 


For lo these many moons 
trying to get Mr. Hodgson’s name straight in 
the advertisement of the Phoenix Paint and 
Varnish Co., whom he represents in the Ro 
tary Club of Philadelphia. First we had his 
middle initial “G.” then “H.” and now we have 
it “W.” which is correct. Mr. Hodgso1 
patient as well as a persistent Rotarian, but 
please get his name 


right | 
his advertisement 


have we been 


when you reply to 





MORE OR LESS PERSONAL. 
Rotary Club of Jacksonville (Fla.) is 


The 
preparing to give Vice President George W. 
Clark a royal welcome when he returns to 


Jacksonville. Mr. Clark has been visiting in 
Canada since the Duluth convention. 
wt 


President Emeritus Paul P. Harris has been 
confined to his residence for a couple weeks 
by a severe cold. They say: “You can’t keep 
a good man down” and sure enough Paul is 
back at his office but he admits that he feels a 
little run down and intends to take things easy 
for awhile now that he has shifted the responsi- 
bilities of Rotarianism. 


& 


Secretary Hugh Boyd of The Rotary Club, 
Belfast, is now in the United States and while 
here he intends to visit every Rotary club he 
can reach and find out all he can about how 
the wheel is kept spinning in the United States. 


Rotary Club of Houston (Texas) have ac- 
complished a permanent organization with 
Robert H. Cornell, advertising manager of the 
Houston Chronicle as president and Herbert 
C. May, of May and Tyner, printers, as Secre- 
tary. They are going to become an affliated 
club as soon as the papers can be made out. 


& 


With few exceptions the September semi- 
annual reports received at International head- 
quarters show an increase in membership by 
the clubs over the previous period. Some of 
the clubs have not yet made their reports. It 
is hoped that the delay has been caused by a 
heavy increase in their membership. 


a 


President Glenn C. Mead was the guest of 
honor at a recent Bohemian dinner of the Ro- 
tary Club of Baltimore. He discovered_“a fine 
body of men” and prophesies that we will be 
proud of the Baltimore Club. The menu was 
printed entirely in German and our worthy 
President never will know what he had to eat. 





JUST CHILDREN. 


A little girl had been left in the nursery by 
herself and her brother arrived to find the door 
_ The following conversation took 
place: 

“T wants to tum in, Cissie.” 

“You tant tum in, Tom.” 

“Why tant I?” 

“Cause l’m in my nightie gown and nurse 
says little boys mustn’t see little girls in their 
nightie gowns. 

After an astonished and reflective silence 
on Tom’s side of the door the miniature Eve 
announced triumphantly, “You tan tum in now, 
Tom, I tooked it off!” 





THE BIG SHOW. 
Post—“Thinks he’s the whole thing, does 


he?” 
Barker—“Well, I'd hardly go as far as that; 
but he certainly considers himself a quorum.” 


—Smart Set. 
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WHO WAS THE MAN? 


With this issue we inaugurate a campaig 0; 


inquiry to find the Rotarian (if he be a 
tarian) who first gave to W. Stuart Mor 5 


some information concerning a Rotary (lub 


which led to the inspiration that moved \{; 
Morrow to establish a Rotar 


—and then another in Belfast and then ot! ers 
in Glasgow and Edinburgh. 


A Year’s Mystery. 


For some time we have been anxious to 
know what club had the honor of giving \|: 
Morrow that first suggestion which resulted in 
the establishment of clubs across the water 
for over a year it has been a mystery. 


His Card Is Lost. 


In a recent letter Mr. Morrow tells us: 

“T have sought carefully but without success 
for the card of the gentleman who to beguilk 
the tedium of a railroad journey told me about 
the Rotary Club and gave me the opportunity 
of perusing some of its literature. I do : 
recollect his name or the name of the club, but 
the main ideas of the club appealed to m« 
strongly that on my return to Dublin I t 
the matter up with a few friends and the | 
trans-Atlantic Rotary Club was the result.” 


Where Did He Belong? 


Who was the Rotarian who told Mr. M 
row about the Rotary Club? Was he fr 
Chicago, the birth-place of Rotary, or fi 
Seattle. the fount of Rotary philosophy, 
from Minneapolis where Rotarian practice: 
are most beautiful, or from sturdy. Winnip 
far to the North, or Los Angeles away off 
the Pacific slope? Was he from St. Louis o: 
Kansas City or some other hive of Rota: 


busy bees? 
Was He a Live-Wire? 


Was it someone who has made a name [fo 
himself as an officer of his local club or in 
the Association, or was it some unkno 
private in the ranks who rarely overcomes |i! 
modesty sufficiently to talk about his busin: 
at the club meetings without blushing? 


Does He Know What He Started? 


Does this man, whoever he is, now realiz 
that it was he who started the first Rotar) 
Club across the Atlantic ocean, or is he bliss 
fully ignorant that the seed he dropped has 
yielded such fruit? Perhaps he doesn’t eve: 
know that Rotary exists in Ireland and saddest 
thought of all perhaps he has for one reas: 
or another dropped his membership in Rotar) 


Let Us Find Him. 


In fact, there is no end to the speculation: 
which we might indulge in as to this unknown 
man of destiny—but the thing to do is to find 
him. Not necessarily to crown him with an) 
honors but to satisfy our curiosity and exten: 
thanks to him to whom thanks are due. 


An Invitation and a Promise. 

If the man who was Mr. Morrow’s travelin;: 
companion for the while when he learned fir- 
of Rotary, reads this article and will in re 
sponse establish his claim we will gladly pub 
lish his picture in THE ROTARIAN. 





Club firs: in 
Dublin—the first Trans-Atlantic Rotary ( \ub 
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BELFAST (lIreland.). 


September 16, 
Chesley R. Perry, Esgq., 
Editor National Rotarian, 
Chicago, U. S. A. 


1912. 


Dear Sir: 

‘The Belfast Rotary Club has launched upon 
its second year, and has a Board of Officers 
and Committee with an amount of enthu- 
siasm, which spells “SUCCESS”—every letter 
in Capitals. 


Mr. Harford H. Montgomery, our new 
President, whose photograph I enclose, is a 
Fellow of the Institute of Auctioneers, and 
Estate Agents, London, 


and has since 1882 been a 
Partner in the firm of 
Wm. Montgomery & Son, 
Fire Loss Assessors, Auc- 
tioneers, Mill, Mansion 
and General Valuers, Real 
Estate Agents, Surveyors 
etc., Belfast and Dublin. 
He has had enormous ex- 
perience in all the 
branches of his Firm’s ex- 
tensive business, and for 
the past 25 years has acted 
on behalf of the leading 
British, Colonial and For- 
eign Insurance Companies 
in the adjustment of Fire 
and on behalf of 
private Clients, in Real 
Estate Business. He has 
had a large share of valua- 
tion business by order of 
the High Courts of Jus- 
tice in England and Ire- 
land, and most of the Irish 
Nobility and Gentry: are to 
be found amongst his Cli- 
entele. 

He has in the course of 
his professional activities 
visited nearly all the 
Countries of Europe, and 


losses, 








Our Vice President, Mr. W. H. Alexander, 
f Belfast’s most successful Motor and 


is one of 


Cycle Merchants, gifted with all the graces 
that make for popularity. He is one of the 
pioneers in all movements of progressive 


thought locally, and is a true Rotarian, every 
inch of his six feet-four. 

Our other Officers and Members of Com- 
mittee are representative of the various com 
mercial and industrial interests of the City, 
each a pillar of strength, and we boast that 
our Membership will bear favorable compari 
son with any other Club. 

We are keen students of Rotary, and I am 
personally looking forward to my visit to the 
United States next month, 
in the hope fhat I may 
discover some unexplored 
Rotarian ideas for my 
Club to develop. 

Yours faithfully, 
HUGH BOYD, 


Secretary. 


NOT A FAIR SHAKE. 


\ jury at one of the 
smaller county seats in 
Wyoming had retired t 
consider the evidence pre 
sented to them in a lar 
ceny case. The judge had 
charged them they must 
find for the defendant as 
the preponderance of the 
was in his favor 


evidence 


They stayed out a long 
time and finally the judge 
sent in to find what de 
layed them. He was told 
that one man refused to 
vote for acquittal, but dé 
sired to argue the cas« 
The judge called in the 
jury. He asked the argu 
mentative juror what he 
meant by holding out 

“Why, jedge,” said the 





considerable portions of ra , ‘ juror, “it ain’t a fair shake 
the TInite S ates > ~ _— 2 ° oO ] Ss : ) is 
- | nited States, the MR. HARFORD H. MONTGOMERY. \ u told us about thi 
iritish Colonies and Pro- eihaa’ hoe > here preponderance of the 
ee , President, Rotary Club, Belfast , ’ 
tectorates, and portions of : evidence, an’ I hold that 
Asia and ‘Africa. if we prepon on one side 
_As Author of “The Montgomery Deprecia- we just gotter prepon on the other too.”— Sat 
tion Tables,” which was published at the re- urday Evening Post 
quest of the Belfast Society of Chartered Ac- 
countants, and is recognized as a standard pap 3 
work in Ireland, and also in England,—he is > 
, GSD HORT (Ailllge? PNR GO AHEAD. 

one of the best known professional gentlemen 

“Be sure you are right, then go ahead 


in this Country, whilst his wide general knowl- 
edge and perspicacity have gained for him an 
excellent reputation as an Arbitrator in large 
commercial disputes. 

\s President of the Rotary Club he excels 
himself. He is broad-minded, cultured, genial 
and dignified. He has a winning personality, 
and a gift of oratory, all of which contribute to 
make the ideal Chairman. 


Sometimes a fellow has to go ahead a bit bi 
fore he knows whether he’s on the right trac] 
or not. Every business is an experiment at 
the start. You’re got to go ahead in the ex 
perimental state in order to determine just 
what course finally to take. Davy Crockett 
never put a breakfast food on the market 

that’s evident.”—Jed Scarboro. 









THE 


DALLAS (Tex.). 








Dr. Allen N. Kearby, who represented Dal- 
las at the Rotary Convention at Duluth, had 
an enthusiastic report to make on his return 
home. Acting on his suggestion the Dallas 
Rotary Club decided to actively enter the 
contest for the prize offered by St. Louis for 
the largest percentage of attendance from 
until the next International Convention. 


now 
Mr. L. M. Moyer of the Liquid Carbonic 
Company, one of the most enthusiastic mem- 


bers of the club, immediately made an offer of 
an automobile air-bottle for every perfect score 
during this period; in other words, every mem- 
ber who does not miss a single meeting dur- 
ing this time will be entitled to a_ perfect 
score, and will be the happy recipient of 
Mr. Moyer’s generous offer. Offers from oth- 
er members of the club for perfect scores were 
also tendered and enthusiastically received. 


Che membership of the club continues to in- 
crease, and the same splendid degree of in- 
terest has been maintained even through the 
long summer months. 

()n Friday evening, September 6th, a delight- 
ful dinner was given by the Dallas Rotary 
Club at the big new Country Club Building 
in Highland Park. Nearly every member was 
in attendance, accompanied by his wife or 
sweetheart, and the affair was declared to be 
the most delightful in the history of the club. 

\mong the technical talks before the club 
during the past month have been the following: 
W. M. Hancock of the International Traveler’s 
\ssociation on “Accident Insurance”; Gus W. 
Thomasson of the Harris-Lipsitz Company in 
the wholesale dry goods business; Ben B. 
Lewis of the Lewis System on the subject of 
“Show Cards”. 


LAWRENCE W. MILLER, Assoc. Ed. 





DES MOINES (Iowa). 





On Thursday September 5th, the Rotary Club 
of Des Moines received an invitation from their 
ladies to attend a picnic at Union Park. 

The majority of the men decided to make 
an afternoon of it so they aftranged a bali 
game between the “Fats” and the “Leans” for 
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the afternoon. “Pop” Henry umpired | 

and there were only three police calls 
in. The score is a part of the secretary 
fidential records and is not for inspect: 
Secretary is a “Fat.” 

After the ball game the entire delega 
journed to where the ladies had spr 
picnic supper. “It made, as one of t! 
expressed it, the bachelors eat until th 
ashamed of themselves. 

There were nearly 225 present and |. 
singing eating and the ladies eu 
the weight of a Windsor ham which was 
ed off by W. G. Agar of the Des Moines 
ing Company, a mighty enjoyable eveni: 
spent. O. R. McDONALD, Asso 


songs, 





DETROIT (Mich.). 





The weekly luncheons of the Detroit 
Club have been continued without int 
sion during the Summer. The interes! 


attendance has kept up wonderfully well 

A new roster containing photo-engr: 
of the various members, is on the press 
will be ready for distribution very short! 

“Jim” Ballantine, our hustling merchant 
or member has been extra busy the past n 
showing the inhabitants of Kincardin, Ont 
how to properly “pull off” a home-c 
week. “Jim” did it up to the King’s tast« 





DULUTH (Minn.). 


“Do it now, Duluth!” Such is the unas 
ing motto laid down for the Zenith City o 
Unsalted Seas by its red-hot Rotary club 

No sooner were the members gathering 
gether in odd corners to comment upon 
First International Convention in peace 
quietness; no more had they murmured, “' 
we did that well, but it surely WAS 
work!” than lo, a bombshell of energy burs 
their midst, and they found themselves 
willing but amazed adopted parents of a 
pendous idea! 

Does Duluth know what Duluth does?- 
was the spark that fired the train. 

Do Duluthians realize that everything 
heart of man can legitimately desire—and s 
of the other things—is made by Duluth 
in Duluth? Perhaps not! They must 
made to know, that without delay! 


So straightway the Rotary Club of Dui: 


conceived the idea of a gigantic exposition 
Duluth industry, to be evolved on a scale 


titanic that every man, woman and child wi! 
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onfines of the city should wake to a Celebrated Chocolates to each member, Peopet 
ealization of the true worth and magni berg, a cigar and box of matches, and é 
the city wherein they have the great Nebraska Material Co., a set of Andiro1 
J rtune to live! the big prize At each luncheon some fi1 
Nones of October have been selected contributes: a big prize and s each 1 
mammoth project; a vast hall has goes into the dining’ he receives 
cured, and already the couriers of com per W hic h entitles, him to a chance 
are scouring the city for the outward prize The 10th number out of th 
sible signs of her greatness to swell cides the ntest 
osition and add to the education of her Each person represented on the pro 
is then given an oj rtunity to give a Six 
that the hand and brain of Duluth has ute talk on his business 
conceived will be represented this Several a nt be vere urnishes 
exposition; all that her wonderful soil Mrs. Gore from the Lin Musical Colle 
rture will add to the overwhelming con This was followed by tal 1 School matt: 
ness of the celebration. by Dr. S el 
three days and three nights Duluth will The proegra was eniovable an 
oh festival in the streets of her city and structive next pi rain will be in cl 
public halls of industry; and, at the end, of the As ( 
ill know more about her own capabilities, ( ( Ass 
ibout what she is doing and can do, than 
irs of wordy propaganda could tell her! 
rk? Of course it means work, hard worl 
ery member of the Rotary club; but if 
were not the very men to delight in 
for such a cause they would not be 
ers of the Rotary club 
rk well done is the sum of human lite 
vy can man work better than in doing 
thing for the people of his kindred and 
ty of his home 
ice alone is not the end of human lif 
ffort; we all must serve to live, and we Our first fail meetine lect nicht. was en 
e but to serve.: It is the sense of serving  jhuciastic on = annem demas 
that brings true happiness into the life I a ETN 
n individual, a corporation or a state. This Pies Sen atinesied Messsn Tk 1. 
e sum of Rotarian effort—that its mem and H. H lect eni da’ tabetaeel ; 
may learn to serve a little better. \nd yorts of the Dulut ( pal on 
n this spirit that the Duluth club has con | ye oe ge AN Sigg es OE GR 
d and will carry through a project that) (of our Cer A ieivebts het ee 
d almost seem beyond the strength of its 95 jqyo ; 
ers. . ei i Wi re e! I l the select 1 
ARLES H. MACKINTOSH, Assoc. Ed peste Re eat sat intiamiaaiaa: nied 
he Our l is 100 y January Ist 
We I end ‘ ( nnat Or the ! 
LINCOLN (Nebr.). convention le opes to have th 
; ‘ . pleasure ot entert in hundreds yf Rotar 
ery one is now back on the job, after sum : ap ER eye cach iil 
vacations and attending the Rotary Club “"7) SNPONCS To - ay ae 
nvention at Duluth—which must have been Rinses Bhar Mey wre ‘Phe rt ~ pies 
some convention, according to the reports of “ : Me all mye ~ “a = —— 
the Delegates. ; C H HAMILTON. Sec 
\t the regular business meeting held Septem- 
D 9th, reports were received from Mr. Castle, ~ 
M1 ps and Mr. Morley, on the convention CKLAHOMA CITY (Okla.). 
» Mr. Keriakedes, who attended as a visitor, also 
us a nice little talk on the trip. All were J. N. Grave ne of the proprietors t 
= enthusiastic over the treatment accorded the Crystal Ice Cream | in peech before 
: sitors at Minneapolis and at Duluth. The last meeting of the Rotary club made the 
‘ “given = a7 ~ 4 e cream busi 


sertion na I l 


legates came home imbued with the idea that 
Vi l nore oric l 


; e Rotary Club is the best organization in ness carried 

3 stence. other business in Oklahoma City 

; \t our last noonday Luncheon, held on Se; To impress the weight of his asserti 

i iber 16th, some ot the new ideas gathered his hearers he offered to furnish free « | 

3 1m delegates attending the convention wer member of the club with enough ice crea I 

| scussed, and our Club has adopted the plan his Sunday dinner if he could not prove, wit 
little preparation that his statement was fact 


to remark that ther 
statistics 
street, “ane 


appointing a President pro tem for eac 
ncheon, who has the arrangement of the pro 
‘am and full charge of the meeting after the 
utine business has been transacted. 

Mr. Dudley Cook was appointed for the first 

eeting, and he certainly pulled off a good Graves was “called,” with the result that ea 
F unt. nember of the Rotary club, who lives 1 
Gillen & Boney gave away a box of their home, had ice cream for dessert Sunday 


\llen Street arose 
no need tor Graves to prepare 
‘lI am an undertaker.” said 


business carries with it 100 per cent grief 
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Allen 
Draper. 


EUGENE WHITTINGTON; Assoc. Ed. 


Street is of the firm of Street and 





OMAHA (Neb.). 





the Omaha Rotary 


third 
Club began its series of meetings, which will 


September the 
extend throughout the year. A report of the 
Duluth Convention was made by George J. 
Duncan, secretary of the club, who attended 
the convention sessions. 

This club has entirely abandoned the idea of 
a mercenary motive as the one to prompt 
membership in the organization. On the oth- 
er hand the main effort for this year will be 
devoted entirely to an altruistic endeavor on 
the part of each member to be of some sort 
of service or assistance to his fellow Rotari- 
ans. 

The secretary in his convention report, laid 
special stress upon “striking examples of Ro- 
tary influence and assistance.” Comment was 
made upon the notable examples in St. Paul 
and San Francisco, at which places Rotari- 
ans passed away, leaving their business in a 
precarious condition, or, because they were 
involved through natural adverse conditions 
or poor management. In eah_ instance, 
through a Rotarian’s or his club’s aid, his af- 
fairs were put into a commendably successful 
state. To such big, broad ideas of Rotary as 
this, the Omaha Rotary Club will strive. 

At the first meeting of the season a most 
satisfactory attendance was _ recorded. 

For the first monthly meeting an effort is 
being made to have present, as principal speak- 
er, one of the nearby newly elected vice pres- 
idents or some other big man in Rotary. 

It is a pleasure to report that a dozen or 
more who were at the Duluth Convention ac- 
cepted the invitation extended to all at the 
convention to stop on their way back home and 
visit our city at our expense. Each visitor 
was most cautious, however, about out-wear- 
ing his welcome (which couldn’t be possible) 
for none spent more than a day in Omaha, 
and enjoyed at the most but two meals at the 
Henshaw Hotel. Each expressed himself 
to the effect that the visit was well worth 


while. 
GEO. J. DUNCAN, Assoc. Ed. 





THE INTERPRETATION. 


“Didn’t I hear your wife refer to you as a 
human mince pie?” said a curious person. 

“Yes,” answered Mr. Sirius Barker. 

“Ts that a compliment?” 

“Not exactly. She means that I never agree 


with anybody.”—Exchange. 
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PHILADELPHIA (Pa.). 





Rotarian Thompson of the Philadelphi 
Works has recently constructed the larg: 
ternally fired boiler ever turned out 1 
city. A few days since it was carted th: 
the streets on a special truck, hauled by 
ty-four sturdy draught horses. 


Rotarian Appleton is convalescing 
serious illness. 

Rotarian Thackara of the Philadelphia 
Company has recently been advanced 
post of assistant treasurer. 


The Pomeroy Construction Compan 
which Rotarian Pomeroy is president ha 
ceived the contract for the new Thoma 
Evans Museum and Dental Institute, con: 
ed with the University of Pennsylvania 
estimated cost of this building is a halt i 
lion dollars. The same company has also 1 cs 
ceived the contract for the new Carnegie L 
brary at 20th and Shunk streets, to cost $32,000 


President Berlet has resigned as Chair: 
of the Municipal Committee of the United 
Business Men‘s Association and as President in 
of the Business Science Club, in order that 
he may give Rotary the attention it merit 

Our active Civic Committee reports | . = 
placing of benches in the Tacony Playgr ; 
and at Sherwood Recreation Park. 

The Board of Directors has added a Sp 
ers’ Committee, Rotarian News Committ 
and a Visiting Committee. The first wil! 
in charge of securing speakers for the mont! 
ly meetings; the second will serve as assist 
ants to the associate editor in securing news 
notes for The Rotarian; and the third, consist 
ing of ten members, has been appointed from 
various sections of the city, and their duties 
will be to call on members who are not regu 
lar in attendance and who have not shi 
proper interest in Rotary, with the idea 
stirring them up and inducing them to tak: 
their proper place in the efforts of the club 

An Atlantic City Committee has also bee: 
appointed with a view to organizing a club in 
that city, and this committee will work along = 
the same lines as the Scranton Committee. Fe 

Our members were all very much pleased 
with the selection of Rotarian Mead as tlie 
new international President, and through tl 
medium we desire to express the sincer: ‘9 
thanks of our entire membership to the oth: 
clubs who so earnestly supported his cand 
dacy. Mr. Mead’s work will speak for itsel', 
for he is an earnest, untiring laborer for t! 
best interests of Rotary. 

CHAS. A. TYLER, Assoc. Ed. 
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THE 


PORTLAND (Oregon.). 


Cf 


w 








ned silence from Portland doesn’t i1 

ondition of summer coma on the 
the Rotary club here Far from 1 
nlanation is—the associate editor has 


ng a vacation 


summer unto harvest 
Portland Rotary club 
three months past. Meetings have 
eld regularly, the Portlard climate mak 

possible to gather comfortably during 
alled hot months as in the winter. Un 
leadership of President Frank ( 


hings grow in 
1. That is the 


wise 
lub members are more closely asso 
in friendliness, in concern for mutu 
and for promotion of. the healthful, 
ictive activity of the city than ever be 


attendance for this 
fallen below seventy-five at any 
sday meeting. The programs have been 
ed and the addresses have been pertinent 


le not believe the 


has 


‘otary interests. 
\ new method of acquainting Rotary mem 
rs with the lines handled bv fellow Rotar 


ns has been found in a weekly “drawing 
Rotary firm brings advertising literatur« 
copy of which is numbered up to the at 
lente of the day. Duplicate slips are put 
hat. The President draws. Whoevet 

is the number which he draws receives the 
prize. On one occasion it was a Victrola from 
Sherman-Clay music house. Another time 
hil S. Bates of the Pacific Northwest gave 
juarter page advertisement in his publica 


yn. J. C. English Company gave a lucky 
ember a fine reading lamp, and R. W. Ray- 
nd of the American Safety Powder Com 


‘Lionite.” 
meetings Colonel C 


case of 
\t one of our recent 
S. Jackson, publisher of The Journal, delivered 
characteristic address on the value to the 
ity and its business men of a vigorous trade 

* extension policy. 


ny gave a 


Se cretary of State Olcott came down and 
» described the advantages of the proposed 
Blue Sky” law against fake corporations. 


Recently The Journal moved into its fine 
‘w home, a white pressed brick, concrete, 
steel frame building of twelve stories and a 
tower, containing the best newspaper plant on 
the coast. It was built largely through con- 

icts with Rotarians, and on September 3rd 

the Rotarians came up and ate “Ole Vir- 
ginny” fried chicken “on” The Journal and 

is celebrated the opening. 

September 1ith the Rotary club aided in the 

— at luncheon of Theodore Roose- 


CR ac 


amano 





For the rest of the year President Riggs 
nd the committees have resolved to make 
1e and effort count more than ever before by 
quently meeting together and planning for 
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MARSHA DANA, As 


ST. JOSEPH (Mo.). 

\ R S - 
met our Secretary at Dulut vill be gla 
earn, | an , that Mr. W. S \Idrich (Eckel 
Ww \Idrich. Architects i een selec ted among 
other architects to draw plans for the new pri 
| sed P 1 1 dollar Stat 
Capitol Bull Mi 1. Out of sixty cor 
testing architects over t United States M1 
\ldricl ( nine others. He 

1 r¢ I if many Sil ilar 

ntes lin t 


Having taken S 
during Jul id A S leetin é 
1ng held ¢ A Septembe 
1 un st ¢ | ‘ ha hin 
mu nterest e] 

Che first | ! M é ist evenil 
This was held at the Norden Club and was 
more ial affair t varm up the 
bers before getting down to business 

We have started a “weeding out” proces 
having already sent t six notices by regis 
tered mail, calling upon lukewarm members t 
appear before tl Board of Directors on 
certain date to show cause why they hould 
not forfeit their membership We intend t 
follow this up and retain only the live ones 

Those who spoke last evening regarding 
Duluth Convention were very enthusiasti 
their praise of the Duluth Rotary Club and 
entertainment offered, and the evident success 
of the Convention from every standpoint 

J. W. G. CURTISS, Assoc. Ed 


St. Paul Thanks Duluth. 
WHEREAS, The Rotary ( 


Minnesota, in entertainine the 
R 


lub oO} 
delegate an 


isitors to the International Convention 


Xotary Clubs, and among them the delegates 
and visitors of the St. Paul Rotary Club, did 
show the said itors and delegates not only 
a royal good time, but did display a most 
splendid Rotary and civic spirit. Now, there 
tore, be it 

RESOLVED, By the Rotary Club of St 


this its first meeting held sin 

vention, the thanks of this Clab 
hereby are canented to the Rotary Club of 
Duluth, and to the City of Duluth, for its hes 
pitality at the time of the holding of the Inter 


Paul, that, at 
the said 


con 


national Convention of Rotary Clubs in that 
City; and be it furthe 
RESOLVED, That the Secretary of this 


Club forward a copy of this resolution to the 
Secretary of the Rotary Club of Duluth, and 
to “The Rotarian.” 


SPOKANE (Wash.). 


For some time the Rotary Club of Seattle 
has been negotiating for the services of L. F. 





\llen, Secretary of Rotary Club of Spokane 
having decided to establish a vermanent sec- 
retaryship. Recently, the Trustees of the Ro- 
tary Club of Seattle gave Mr. Allen a unani- 
mous call which, re the courtesy of the 


rrustees of the Rotary Club of Spokane, was 


accepted. He will take up his duties on Octo- 


ber 15th, having permanent headquarters in the 


Rainier-Grand Hotel. 


Mr. Chester Wynn, for a number « 
aper reporter, has been selected to fill the 
vacancy in the Spokane Club. Mr. Wynn comes 
highly recommended and big things are ex- 
pected during his secretaryship. 

The attendance during the fall months is 
rapidly increasing, much interest being mani- 
fested in the weekly programs and in the Ro- 
tary spirit. The 
ten, winning the first prize at the Thursday 
noon luncheon, September 19th, under the head 
of “How Can We Best Promote the Rotary 
\mong Our Members.” 

‘The spirit of helpfulness, mutual co-opera- 
tion, and thought of others is the true ‘Ro- 
tary’ spirit. Our motto, ‘He who serves best, 
profits most,’ seems to be the keynote of the 
pirit which should be displayed in our Club. 
It is doubtless true, the man who looks for 
promotion of self-interest exclusively is really 
blind to his own best interests. The Rotary 
spirit is best promoted thru the friendships 
which are formed and the brotherly feeling 
which exists on account of friends meeting 
each other in a social way at the weekly lunch- 
True Rotarism signifies true helpful- 


f years 


newsp 


Spirit 


eons 
ness.” 

Five prizes were awarded consisting of a set 
of toilet articles by the R. Rogers Chemical 
Co., of San Francisco. 

Several weeks ago, thru the recommendation 
of our Trustees the Club decided to back a 
move for the establishment of a Symphony 
Orchestra for Spokane. Subscription blanks 
were circulated among the members and at this 
writing over 100 Rotarians have subscribed for 
four season tickets at a cost of $10.00. Our 
members are very enthusiastic over this un- 
dertaking being the first in which they have 
taken the initiative. The backing of such men 
as constitute our club insures the success of 
this enterprise. 

ALLEN, Assoc. Ed. 


Lek. 





OUGHT TO BE A BANK CLERK. 


\ bunch of old deep-sea fishermen in the 
cabin of a smack had been puzzling for half 
an hour over the mental problem: “If a 
herring and half costs a penny and a half, 
how many herrings can you buy for a shilling 
and a half?” 

“What did you say the mackerel and a half 
asked one of the fishermen. 

I said herring!” 


cost 
“TI didn’t say mackerel; 
plained the skipper. 
“Oh, that’s different,” 


ex- 


said the sailor man. 


“I’ve been figuring on mackerel.”—Exchange. 
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following article being one of 





SYRACUSE (N. Y.). 





Club is 
being over 
wire.” O 


Rotary 
there 
“live 
ly luncheons are well attended, and so: 
ber of the club gives a short talk ev: 


The Syracuse 
healthy condition, 
bers and every one a 


Mr. Samuel H. Cook was recent! 
president of the club to fill the vacancy) 
by the removing from this city of for: 
ident Robbins. A handsome silver 
was presented by the club to Mr 
at the last meeting at which he presi 
We were particularly fortunate in h 
our guest on August 30th President G 
Mead of the International Associatio: 
tary Clubs. Mr. Mead gave a very int 
talk on happenings at the Duluth Con 
and the ideals of the Rotary moveny 


On September 20th our club will hold 
ing at one of the local popular 
sorts. The occasion will be made m« 
usually attractive because we will hav: 
guests the lady friends of the club m 

When any Rotary member from an 
is in the neighborhood of Syracuse, d: 
and see us and get acquainted; we'll 
some town and good fellows that we 


our club. 
RAY VAN BENSCHOTEN, Ass 


sun 





WINNIPEG (Man.). 


One means recently adopted by the 
peg Rotary Club to promote the bet 
quaintance of its members has accomp 
wonderful results. It was the basket | 
The members, with their wives and fa: 
to the number of one hundred and fit) 
paired by steamer to Hyland Park o1 
Red River where the afternoon was spe: 
sports and games. Everybody knew 
mediately became acquainted with ever) 
else. There were prizes for every on 
to the little tots, and all voted the picni 
most enjoyable affair of its kind they eve: 
tended, 

Our representatives to the Duluth C 
tion have returned with enthusiastic report 
the proceedings there. Winnipeg member: 
gratified by the reception tendered them 
president, W. J. Clubb, now Vice Preside: 
the International Association, has grown 
inch taller in consequence. 

The associate editor urges all now who 
tended the proceedings there to keep gi 
the memory of our delegates, for they \ 
as spies sent out and will return to the : 
convention with great reinforcements to 
off the 1914 convention to Winnipeg, the 
vention City, the hub and centre of a. 

A. W. MORLEY, Assoc. FE 


tt 
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BUFFALO (N. Y.). 


n C. Mead, President of the Internation 
ciation of Rotary Clubs, was the guest 
Buffalo Rotary Club at its luncheon of 


29th at the Hotel Statler. President 
speech was in part as follows 

is the first Rotary club meeting of 
nd that I have attended since being 


president of the International Associa 
Rotary Clubs. It is a great privilege 
isure to meet the Buffalo Rotarians and 
you for the cordiality of your greeting 
the opportunity of saying a few words 
about the International Association 
ent convention at Duluth amended the 
tution in several important parti 
from foreign countries had applied for 


1 . 
ulars 


sion to the association, and the wonde1 
vy of Winnipeg sent a strong delegation 
luluth. The Rotary club of London, Eng 


ilso sent its application for admission to 
ership, and the other clubs across the 
cabled their greetings to the assembled 
ans. In this situation of affairs the 
nal Association ot Rotary Clubs became 
Internatonal Association, and the word 
nal’ was dropped from the title of our 
ine, leaving it simply ‘The Rotarian.’ 
The new constitution provides for ve 


presidents in the United States, the spher« 
hose activity is defined bv territorial lim 
iggested by the titles Eastern, Southern, 
Western and Pacific. Each foreign 
y represented in the association is also 
tled to one vice president. These new 
ials will most materially aid the 
of new clubs. 


ntra 
f 


site 
establish 


[ think the chief reason for electing an 
Eastern man president was to stimulate great 
interest and activity in Rotary in the East 


n part of the United States. The coming 
ear must show what the East can accom 
plish in extending and increasing Rotarian 
tivity. As your club is one of the strongest 


ubs in the East, I hope that you will sup 
rt the new administration in every way 
possible. I hope your members will at all 
times be on the alert to encourage the forma 
n of new clubs wherever the right kind 

high grade business men can be interested. 
[here are cities in your own state that ought 
have Rotary clubs, and Toronto, 
lake, is most accessible to your influence 
help in the formation of a Rotary club. 


across 


One easy way to get the most out ot 

ir relation to the International Association 
d at the same time to help it and show your 
nterest in it, is to hunt up the Rotarians in 
ties that you visit and attend the Rotary 
eetings in those cities; you will certanly en 
y meeting your fellow Rotarians of other 
ties, and you may obtain information and 
ssistance of the greatest value to you in 
ur business affairs, You will be heartily 
velcomed by the other clubs, and your pres 





nce will remind them of the value of the 
eater association.” 
i \bout 100 members gave the new execu 
F ; ve a warm welcome and seemed in hearty 


cord with his remarks. 
A. F. OSBORN, 


Assoc. 


Ed. 


ROTARI 


\N 13 


SEE AMERICA FIRST. 


in Nort \ 


{n order to stimulate travel 


erica, th 


a 

> 
J 
< 


established 














t 
Northwest igazine called SEE AMERICA 
FIRST Chis periodical is being published 
a member of the Tacoma Rotary Club 
several years has ee ictively det nied \ 
several commercial at trade organizations 

When M1 H my mers ied 
publication he conferre vith the Boar 
Iirector the 7] tary Cl 
lew tne 1 I | 
ne the s s of ( 
the J ) SE end . 
port r IR il ( s scatte 
throug ( te : ( nad ¢ na 

Mr S 1 e p c ea vy ever 
tary r { ~ s 
lan | 
nd S I \y 

roug t ~ Q ] ' 

pa ( | t ( 
r 5 I | I ( 

Mr. S 

luce e Trar Mi 
{ n M es P 

t, S ' <7 
ser I ( ( 1 ( 

h | ess ( ian. f n t 
Inas $ he §S AMERICA FIRS] 
pul the Rotary Clu 
Pac 1, J Somme ery al ) if 
Rota | ‘ { I 1 { 4 suntry take { ‘ 
initi ‘ S« \ rica First « 

kX vy | de to have Mr. S 
Spe 1 ( S | i¢ dre 
the I ! ta | 

INSIDE INFORMATION. 

Va S tors ! them 1 
ists, were alled a tnesses in sé 
San Francisco ourt, with a view t iscert 

ing what killed a man whose deat! 
question in an insurance litigation 

Che \ I] testified tl ey had h amined 

woman protessionally, and the consen 
opinion was that the dead woman had suff 
rom an affection of the liver which caused 
that organ to sht t materially 

The last doctor on the witness-stand w 

young hospital interne He testified tl 
tead « 1 shrunken liver the dead 
n abnormal] el ed liver 

Do 1 meat sit there o l¢ tand ni 
vear that this woman had an enlarged 

when all the nent authorities have sw 
her liver was wasted and shrunken?” demand: 
l lawye! 

[ do eplied the young doctor 

‘How comes it you set yourself 
these minent practitioners—you, 
squirt of a doctor, with no practi e and 
tew months out of a medical s¢ hool H 


you know this woman had an enlarged 


thundered the lawyer 
“T performed the autopsy, ’ answere 
young doctor.—Saturday Evening Post 


Such help as we can give each other in this 
world is a debt we owe each other Ruskin 
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INTERNATIONAL ASSOCIATION OF 
ROTARY CLUBS 


Headquarters, 


)11 First National Bank anes Chicago. 
U.S. 


Officers. 


1912-1913. 


President—Glenn C. Mead, 818 Real Estate 
Trust Bldg., Philadelphia, Pa., U. S. A. 








Vice-Presidents— 


George W. Clark, Clark Bldg., Jacksonville, 
Fla., U. S. A; 
Robert H. Clark, John Hancock Bldg., Boston, 


Mass., U. S. A. 
W. J. Clubb, 224 Portage Avenue, Winnipeg, 
Manitoba, Canada. 


Russell F. Greiner, 10th & Central Streets, 
Kansas City, Mo., U.S. A. 

Bob Mabry, 908 Old National Bank Bldg., 
Spokane, Wash., U. S. A. 

H. W. Stanley, Wichita, 


505 Sedgwick BIk., 
Kansas, U. S. A. 


Treasurer—R. F. 
Tribune Bldg., 


Chapin, Union Trust Co., 
Chicago, IIl., U. S. A. 


Secretary—Chesley R. Perry, 911 First Nation- 


al Bank Bldg., Chicago, Ill., U. S. A. 
Sergeant-at-Arms—Peter E. Powers, 1411 
Michigan Ave., Chicago, Ill., U. S. A 
Directors. 
Term Expires 1913. 
A. P. Bigelow, 49 Great Sutton Street, E. C., 


London, England. 

E. J. Filiatrault, c-o Mutual Auto Co., 313 West 
First Street, Duluth, Minn., U. S. 

Glenn C. Mead, 818 Real Estate Trust Bldg., 
Philadelphia, Pa., U. 

Les ® B. RC Hes 1320 Main ae Kansas City, 

Mack Olsen, 254 K. of P. Block, Des Moines, 
Iowa, U. S. A. 

R. L 
Ohio, 


H. L. 
U 


Queisser, Schofield Bldg., Cleveland, 
U. SA. 

Ruggles, 107 N. Market St., Chicago, IIl., 
ae. @ 


M. Louis Wooley, 444 Market St., San Fran- 


cisco, ee 


Term Expires 1914. 
Eugene G. MacCan, 18 East 46th St., New 
York City, N.Y. U.S. A, 
William G. Stearns, 301 Chamber of Commerce 
Bldg., Tacoma, Wash., U. S. A. 


Official Directory 
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CHAIRMEN OF COMMITTEES 
1912-1913. 


Business Methods. 


C. E. Knight, Chairman, 26 Congress 

Detroit, Mich. 
Official Publication. 

\llen D. Albert, Chairman, c-o Min: 

Tribune, Minneapolis, Minn. 
Non-Resident Membership. 

W. S. Aldrich, Chairman, 1105 Corby 

Bldg., St. Joseph, Mo. 





AFFILIATED ROTARY CLUBS. 


Each Rotary Club extends a cordial invitati: 
visiting Rotarians to attend its meetings and 
upon its officers and members. 





BALTIMORE (Md.). 


President—ALBERT DIGGS, Agent General f 
tinguisher Co., and Grinnell Automatic S; 
500 Continental Bldg. Telephone St. Paul 

Vice-President—GEO, W. SCHNIBBLE, Me: 
Firm of McCawley & Co., Overalls Mfrs., 
E,. Lombard Street, Phone St. Paul 5204 

Secretary—A. EUGENE BLAIR, Cashier New | 
cy Ins, Co., 500 Continental Bldg. Phone s 

Meetings are 
Room, Hotel Rennert, 

Club Headquarters Hotel 
Streets. Telephone St. 


held every Tuesday at p 
Liberty and C a st 
Rennert, Liberty a: 


Paul 1800 
BOSTON (Mass.). 
ROBERT H. CLARK, Supt. Bosto: 


President- 


cy, John Hancock Mutual Life Ins. Co., 178 
shire Street. Phone Main 5081. 
Vice-President—J. W. NEWTON, Mgr. Yawn 


Erbe 
Street, 

Secretary—WM. 
manship Service, 
Hill 1715. 

Club Beadanerters, ne Devonshire Street, Rox 
Phone Ft. Hill 

Luncheons Every ‘Wolaubdas at 1 p. m. Bosto: 
Club, Beacon Street. Monthly meetings hel 
second Monday of each month at 6:30 p. m. | 
Nottingham. 


Mfg. Co. Office Filing Devices, 68 F: 
Phone Main 4532. 

J. SHOLAR, Prop. The Sholar 
178 Devonshire Street, P! 


BUFFALO (N. Y.). 


President—THOMAS H. NOONAN, Attorney. 734 E 
licott Square. Phones, Fron. 420, Aa 

Vice-President—G. BARRETT RICH, edera 
Telegraph & Telephone Co., 332 Eltcot.  * 

Secretary—HERBERT L. HART, American Suret 
Company, 701 White Bldg. 

Meet s are held on every Thursday at 12:30 p. 

otel Statler, 


CHICAGO (IIL). 


Prosidens-—2- A. CROFTS, Pres. Illinois Paper [ox 
Co., 16 Ada St. Phone. Monroe 5340. 

Vice- President. GEORGE LANDIS WILSON. Pres. F 
LS Wilson & Co.. 323 W. Lake St. 


Secretary—ALFRED A. PACKER, Veusieting Syetem ; 
910 First Nat’l Bank Bldg. Phone, Ra 

Club fieodqmertace and Secretary’s Office, 910 Firs: 
Nat'l Bank Bldg. Phone Ran. 608. Club dinner: 
2nd and 4th Thursdays, 6:30 p. m. ". * =. — 
Luncheon every Tuesday, 12:30 t 
Hotel LaSalle (Madison and i eSaite 4 2 > the 
German Grill. 


CINCINNATI (Ohio). 


President—FRANK J. ZUMSTEIN, V.-Pres. Zumste! 
Phone, Canal 2051. 


Taxicab Co., 12 E. 6th St. 





idle aa ar ieee 


wR eee 


Phone, Main 
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t e-President—WM. T. JOHNSTON, Pres. The Vice-President—HARLI Y H. STIPP, Sti & P 
a [, Johnston Co., Machinery & Supplies, 3rd & Attorneys, 1117 Equita Bldg Celephor \\ 
s, Phone, Main 3232. 1751. 
Vice-President—JOHN H. DICKERSON, Mer. Secreta O. R. McDONALD, Mg Mitch ’ t 
B. Moos Co., Cigars-Wholesale, 540 E. oth tising Ager 322 Flynn Bldg P Wa t BROS 
Phone, Can. 4275. Clu Head ‘ 299° | , Phot \\ 
—CHAS. B. WILBERDING, Tailor, 206 5SO5 
Bldg. Phone, Main 3922. Meetings he . .¢ H 
rdquarters and Secretary’s office, 209 Neave 
Phone, Main 3922. DETROIT (Mich.). 
held at Sinton Hotel, Assembly Room, eve 
jay for noon-day luncheon at 12:30 p. m., President—C, E. KNIGHT, Gen. Mgr. Michigan 
; Co., 26-36 Congress St. | Phone, Main 6110 
CLEVELAND (Ohio). First Vice-President—FRED ROB SINSON, 
Lowrie & ‘Robinson [I Ci Lu ‘ 16 
Tl. J. WEMPLE, Secretary and Treasurer Warren Avenue W P Walnut 426; ¢ $27 
) Sas h & Door Co., 703-821 Canal Rd Phones, Second Vi P ent—W GREGORY \ ( 
tral 91; Main 1382. Agt. Am« I Co, 26 * pus Martiu P 
esident—H. T. BEIDLER, Cashier National Main 6121 
& Tack Co., Stanton Avenue and C. & P. Ry Secretary D H. BOWER, Dist. Mar \ 
Princeton 775; East 404. Car Adve ne ( Car Advertising, 83 W 
Wm. DOWNIE, President The Wm. Ph 1es Ma 0022; Cit 5022, 
yownie Co., Painting and Decorating, 1018 Pros- Club Headq uarters maintained at office of Secretary. 
Ave. Phones, Main 1180 L.; Cent. 5768 W Luncheon every Wednesday at Hotel Griswold at 
Headquarters 1018 Prospect Avenue Phones 12:30, except ond Wednesday in month for dinner at 
Central 5768 W. and North 1180 I 6 o’clock 


Meetings held 2nd Monday of month at 6 p. m. at HOTEL: Griswold, Grand River Ave, and Griswold St 


ous places. 


DULUTH (Minn.,). 
COLUMBUS (Ohio). 


President—E. J. FILIATRAULT, P 
t Cc ole est rst “ft hy \f HO 
President—DUDLEY SCOTT, Hayden Clinton Bldg. Grand oi. ee 
Vice- President-ROBERT B. ‘ALLEN, Virginia Hotel. Wise. Pirealdint...0 \ THOMSON. S 
Secretary -HERBERT S. WARWICK, Ohio Union. Phomson & Stewart. 226 West Michigan St 
Luncheons at 12 m, first and third Thursdays of each Melrose 657; Grand 657 
month, Secretary—A. A MICHAL D, Mer. Fi I Dept 
Stephenson Insu g Wolvin Bldg. P 
DALLAS (Texas). Melrose 2406; Grand (06. 
ys a : Club Headquarters maintained at office of Secretary. 
ident—L EWIN PLUNKETT, C. F. Blanke Tea & Dinner every Monday at Elk’s Club at 6:15, except 
Coffee Co every second Monday in month for luncheon at 12:30. 
Vice-] President—J/ ACOB SCHRODT, Marvin-Schrodt 
Drug Co. HARRISBURG (Penna.). 
Secretary—FRED E. JOHNSON, 1804 Jackson Street, 
Printing. Pr esident— WM. M. ROSSOF. Local Manager Ins 
( ‘ North Ame i Ins., 406 Telegr ‘ 
DAVENPORT (Iowa). Phor Be ll 2072 


Vi ie e- -President—R AL Pp H W. DOWDELL, Sales Mer 
ent—A. F. DAWSON, President First Nation- : ign = Co., 305 | 
Bank, First National Bank Bldg. Telephone 634. P ne, Bell 308K 

e-President—V. E. HAYWARD, Mgr. Davenport >¢¢ret F. J. DREHER, State Mgr. Minn 
Ladder Co., 2911 McKinley Avenue. Telephone 432 A fe fr 401 J graph Bldg 
tary—FRANK W. SKINNER, Mgr Davenport ote 





Division of the Mitchell Advertising Agency, 41 First Club H ae : = = ‘ 
National Bank Bldg. Telephone 195 Meetings held on Ist and 3rd Tuesday J. ' - 
Club Headquarters at office of Secretary. Varewue Peels 
Mostra. Monday of each week at 12 m. at the New HARTFORD (Conn.). 
" : P l CLARENCE |! RUSK, Spe 
DAYTON (Ohio). I Co. @RR Main St Pin , 1924 
\ re nt—SH S ERIS Sé 
I ent—SCOTT PIERCE, President Agt. Conn | . STact _ . weer 
j Mutual Life Ins. Co., Conover Bldg Telephone 349 = oO ( , m4 
; 1186. Ce, “Cc Pp STAUI \CH. I a 
President—J. A. Oswald, President Rotospeed Co ‘ M Ce ry ANT “S Dp 
luplicating Machines, 5th and Norwood Streets. Tel ( 464 , 
Main 1945. \f r 7 
tary—GEO. S. BLANCHARD, President Blancl i 
Structural Steel Co., 4th Street, Arcad Bldg 
Main 2439. JACKSONVILLE (Fla.). 
DENVER (Colo.). President—GEO. W. CLARK. Clark Bldg. 
President—-JESSE M. WHEELOCK, Gen. Agt. North- First Vice President—H. B. MINIUM, 810 W. Bay St 
western Mutual Life Ins. Co., 1st Natl Bank Bldg. Second Vice-President—DAVID H. DOIG, Dyal-Up 
ne Main 192. church Bldg. 
First Vice-President—CHAS. W. FRANKLIN, Attor- Secretary—J. F. PHILLIPS, Care Board of Trade 
franklin & Tedrow, 834 Equitable Bldg. Phone 
Se eo Sawtelle Bite. Phom KANSAS CITY (Mo.). 
sond Vice-President-—-JOHN L. HUNTER, Advertis- aie cg — > pfprmwes rp Ty 
ng Mgr. A. T. Lewis & Sons iow Gcenta Co., 16th President—RUSSEI ¥ F, GREINER, V.-Pres Union 
, Bank Note Co., 10th and Central Street : Both 


1 Stout Streets. Phone Main 1289. Shanes. tals .4ie 
iones, Mé 416, 












retary—J. H. Hine, President & Mgr. Hine, Desk - , m4 . — ‘a 
aime Se eR ~ acsage eye Vice-President—BURTON PIERCE, Talking 1 1¢ 
< Chamber of Commerce Bldg. Phone, Main 1018 Walnut St. Both Phones, Main 921. 
Headquarters at office of Secretary Meetings Secretary—OTTO. WITTMANN, Pres. K, C. Auto 
eld at Denver’s leading hotels and clubs every Supply Co., 1504 Grand Ave. Phones, Grand or 
1ursday. Main 3181. 
: Luncheons every Thursday from 12:30 to 2 p 
INE P 
Bae MOINES (Iowa) LINCOLN (Neb.). 
ident—MACK OLSEN, Pres. Mack Olsen-Mobley 
Res al Estate Co., Real Estate, Stocks, etc., 254 K. P President—F, C. ZEHRUNG, Zehrung Posting Service, 





ilk. Phone, Walnut 1625 Oliver Theatre. Phone, B1284, Bell No. 8. 
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Vice-President—R. O. CASTLE, Cotte, 
thews, Undertakers & Embalmers, 1 
Se retary—W. E. MORLEY, Lincoin Fuel a, Feed Co., 

1630 O St. Phone Auto. B1338, Bell 3 
Meetings every Monday noon at Lincoln Hotel 


a ae & Mat- 


LONDON (England). 


Pre dent - ARVEY YC. PD edcon ER, 620 Atlantic Ave., 

,oston, ASS., 

Vice-President— ARTHUR P. BIGELOW, Initial Towel 
Supply Co., 40 Gt. Sutton St., E. C. Phone, City 
6983-4 

Secretary—E. SAYER SMITH, The Initial Carrier Co., 
49 Gt. Sutton St., E. C. Phone, Holbron 5847. 


LOS ANGELES (Calif.). 


Presid ROGER M. ANDREWS, Attorney-at-Law, 
408 Bullard Block. Phones, Home A1228; Main 1228. 
Vice-Pre sident WALTON_J. WOOD, Citizens’ Trust 


& Savings Bank, Trust Dept., Bradbury Bldg. 


Secretary—-WILL STEPHENS, Fire Insurance, 314 


_Security Bldg. Phones, Home 5543; Main 1364. 
Club Heads quarters at Secretary’s office. Club meets 
every Friday for luncheon. 









LOUISVILLE (Ky.). 
L. ANDERSON, Gen’l Agt 


President—L. . Conn. Mutual 


Lif Ins. Ce 408 Lincoln Bldg. Phone Cumber- 
land Main 227A, 
Vice-President—A. S. RICE, President Southern Na- 
rs nal a uk, 822 W. Main Street, Phone Home, 
Second Vice President ENOS SPENCER, Spencerian 
Commercial School, Phone Home, City 2986. 
Secretary—C, H, HAMILTON, Gen’l “Agt. Sheldon 
School, 400 Walker Bldg. Phone Home, City 6911. 


Club Headquarters at office of Secretary. 


Meetings held twice a month—on the second Monday 
evening at dinner and on the fourth Friday noon at 
on at various places. 


MINNEAPOLIS (Minn.). 
BELA W. SMITH, Prop. Smith Sash & Door 


President 


Co., 305 S. 5th Street. Telephones N. W. Nicollet 
96; T. S. Center 96. 

Vice-President—W. C. HELM, Treas. Russell-Miller 
Milling Co., 482 Security Bk. Bldg. Phones, N. W. 

; Main 4470; T. S. Center 1430. 

Second Vice-President—W, P. BURNS, V. President 
Flour City Ornamental Iron Works, 27th Street om 
27th Avenue S. Phones, N. W. So. 1945; T. S. Cal- 
houn 2338 

Secretary—-GEO. L. LANG, Cashier Geo. H. Lane, 


Security Bk, Bldg. 

S. Annex 774. 
Club Headquarters at office of Secretary. 

every Friday at 12:30 p. m,. at Hote 
HOTEL: Radisson, 7th St, 


pean Plan. 


Telephones, N. W. Main 774; T. 
Meetings held 

Radisson. 

s near Nicollet Ave., Euro- 

New and Fireproof. 


NEWARK (N. J.). 


President—ISAAC B. KILBURN, Mgr. 
Prudential Insurance Company. 

Vice-President—FREDERICK M. PAY 
Payne & McCall, Attorneys-at-Law, 197 Market St. 

Secretary —C. L, JOHNSTON, Asst. Mer. Steger & 
Sons Piano Mfg. Co., 741 Broad St. 


NEW ORLEANS (La.). 
President—W. W. VAN METER, Builder, Contractors’ 
and Dealers’ Exchange. Phone, Main 670. 
Vice-President—DR. J. F. OECHSNER, Physician, 621 


Macheca Bldg, 

- Secretary—WM. J. BOVARD, Insurance, 902 Hennen 
Bld Main 633. 

Club 902 Hennen Bldg. 


g. Phone, 
Headquarters at 

held 2nd_ Tuesday of month at 6 p. m. for dinner 

and 4th Tuesday at 8 p. m. at the office or establish- 

ment of one of its members. 


Division “B” 


NE, Partner, 


Meetings 


NEW YORK (N. Y.). 


President—V. CLEMENT JENKINS, Jenkins I.inen 
Co., Fifth Ave. Bldg., 200 Fifth Ave, Phone, Stuy- 
vesant 5384, 

Vice- President Ars D. KENYON, The _ Sheldon 
School, 200 Fifth Ave. Phone, Gramercy 3175. 

Secretary—EUGENE G. MacCAN, Florist, 18 East 
46th St. Phone, 5370 Bryant. 

Meetings held on 2nd Thursday of month. 
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OAKLAND (Calif.). 


President—ROBERT ROBERTSON, Cape Ann 
575 Twelfth St. Phones, Oakland 128; 


Machine, 460 Thirteenth St. 
Home A-5485. 

Seqreiery >. L. ARONSON, Mgr. Cahn, N 
& Shoe Mfg., 1126 Brush St. 

Club Office, 414 Security Bank Bldg. Phone, 
7651. Meetings every Thursday = 12:30. 


Phones, Oal 


OKLAHOMA CITY (Okla.). 


President—GEO. W. CURTIS, Mgr. Oklal 
Mill & Elevator Co., Ist and Francis Street 
tee FE 


PRITCHARD, Contra 
gineer, Kansas City Structural Steel Co., 12 
National Bk, Bldg. Phone, Walnut 4685 

Secretary—-EUGENE WHITTINGTON, Mem! 
Whittington & Steddom, Ins. Agency, 4(- 
ance Bldg. Phone, Walnut 3805. 

Meetings held on Tuesday of each week, 
at the Skirvin Hotel. 

Club Headquarters are 


OMAHA (Neb.). 


Vice-President—C. M, 


ke: 


the Secretary's offi 





President—DANIEL BAUM, Jr. Mgr. Baun 

1215-23 Howard St. Telephone, Douglas 131. 

Vice-President—TOM S. KELLY, Gen. Agt. | 
Traveler's Ins. Co. of Hartford, 1331 City 
Bank Bldg. Telephone, Douglas 861. 

Secretary—GEORGE J. DUNCAN, Bee Publis! 
Bee Bldg., 17th and Farnam Streets. T 
Tyler 1000. 

Meetings are held at noon in the Rathskelk 
Henshaw Hotel each Wednesday noon ‘ 
last Wednesday of the month when the meet 
6 p. m., same location. 


PHILADELPHIA (Penna.). 


President—E. J. BERLET, Maxwell & Berlet, Jew 
RS Cor. iéth & Walnut Sts. Phone, Bell, | 
9 

Vice-President—H. B. HATCH, Royal Electroty; 
620 Sansom St, Phone, Bell, Walnut 1731. 

Seseotng —CHARLES A. TYLER, 

ourist Agents, 200 South 13th St. 
Wainut 2491. 

Regular luncheons at the Bingham Hotel on Wé« 
ays, 12:30 to 1:30 p. m. Club headquarters 0 
South 13th St. 


Regular monthly dinners at Kugler’s, 1412 ( 
Street on the third Tuesday of each month 
p. m, 


PITTSBURGH (Penna.). 


President—W. L. FLAGG, Pres. & Gen. Mgr. Duqu 


+ Co., 25th & Smallman Streets. Phone, Grant 


First Vice- wreskiiat-— THOS. 
not-Stephenson & Co., 801 Penn Ave. 


H. SHEPPARD, Ar! 


Second Vice-President—DAVID C. FARRAR, Pres. 


— Farrar Adv. Co., Diamond Bk. Bldg. Pho: 
ourt ° 
Segrotery 7 45. H. CONLON, Yawman & Erbe, Of 


Filing Devices, 723 Liberty ‘Ave. Phone, Grant O54 


Club luncheons held every Wednesday at Fort Pitt 
Hotel, 
PORTLAND (Ore.). 
President—F. C. RIGGS, Branch Megr., Packard \|: 
Car Co., 23rd and Washington Streets. Phone, \! 


4542. 
Vice-President—C. V. COOPER, Mgr. Castilloa k 
ber Co., 813 Chamber of Commerce. Phone, \! 
4809. 


Secretary—J. L. WRIGHT, President & General \I 
Portland ar 4 House Co., 388 Taylor St. P 
Main 6201 

City Office Room 2, Commercial 
Whiting Assistant "Secretary. 

Weekly luncheons held every Tuesday at 12:30 p. 
Commercial Club. 

HOTEL: New Perkins, 5th and Washington Sts. 


PROVIDENCE (R. I.). 


President—J. B. LEEMAN, Browning, 
Westminster St. Phone, U-1285. 


Club Bldg., W 


King & Co., =! 






Home 198, 
Vice-President—D, E, PERKINS, Burroughs {din 























Mgr. Bartlett Tours 
Phone, Jell, 
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a ent—E. R. DAVENPORT, Electricity, 170 Second Vice-President—W. N. CHANDLER, §S 
West ter St. Phone, U-741. and Treasurer Cleaner Mfg. | 2842 Olive St. Pl 
Secret gt. MORBIS, Office Furniture, 48 Wey- Bomont 42; Central 460t 
i "bos _ Ph one, U-1214 Secretary—A. D. GRANT, Pres. Grant-Orvis Broker 
1g Daily a ednesday luncheons at Perkins’ Restaurant. age Co., 411 Olive St Phone, Main 1751 
bai ( Headquart $11 Olive St P B 
‘W751 
PUEBLO (Colo.). Club luncheons every Thursday at 12:30, except Ist 
f ‘ I. WILL JOHNSON, Sec’y Colorado Laun- r ealidintad sitll _ 
iry, 109-111 W. 3rd St. Phone, Main 18. : 
, President- a A BLAC K, Physician & Sur- ST. PAUL (Minn.). 
Pope Block. Main 331. 
e-President—W. F. RABER, Gen, Mgr. Ar-  President—WM. H OPPENHEIMER, Lawyer, 1415 
y Ry., Lt., & Power Co. 102 Victoria Av Pioneer Bide P las ) 
Secretar . F. SCRIBNER, Pres. Franklin Press Co., Vice-President—C]I ARE » E ( GR AY, Hay and Grain 
112-114 W. 3rd St. Phone, Main 95. Commission, 116 East Third St. Phones, Cedar 1590; 
| iarters at office of Secretary. Tri-State 752 
Weekly meetings every Monday at 12:15 p. m. Monthly Secretary—J. W. G. CURTISS Mig Che Specia 
meetings this d Tuesday in each month, at 7 p. m. Agency. ( N Advert r 202 D 
Congress Hotels. pate Bldg , ( 102 
Club H 
ROCHESTER (N. Y.). Meet 
President—JAMES E, KELSO, Pres. Kelso Laundry 
Co., 497-499 State St, Phone 899. SEATTLE (Wash.). 
Vice-President—EDMUND L. ALLING, Gillis Baird 
Mot Car Co., 96 Clinton Ave., South. Phone, 1912. President—E. G. SHORROCK, Accountant, Central 
Secretary—SETH C. CARPENTER, Travelers’ Insur- Bldg. Phones, Main 2061; Ind. L 3177 
ince Co., 508-521 Granite Bldg. Phone, 1652. Vice-President—G. K. BETTS, Washington Trust Co., 
b luncheons every Tuesday, 12:30 to 1:30 p. m., Kinnear Apartments. Phones, Main 546; Ind. 3553. 
Hotel Rochester. Secretary—E. L. SKEEL, Attorney, 1009 Alaska Bldg 
Phones, Main 6511; Ind. 1043, 
SALT LAKE CITY (Utah). Club Headquarters at office of Secretary Meetings 
held at the Arctic Club every Wednesday at 12:30 
D. FREED, Vice Pres. Freed Furnitur p. m 
Carpet Ce Furniture & Carpets, 18 3rd S. Phone 
Ex ge 26 a 5 ee : SPOKANE (Wash.). 
President—GEO. A. STEINER, Gen. Mgr 
| ‘ png 8 . conte eee ones tA a President—A. F ROGERS, Paper, Havermale St 
\ Py ‘sid “ F Ss MURPH % a i : Phone, Main 3796. 
Sec Vice-President——F. S. MURPHY, Pres. F. S. First Vice-President—LAWRENCE JACK, Lawyer, 610 
1 & Co. Wholesale Lumber Dealers, 501 Boyd Hyde Bide al Main 3008 ; 
e : gino re . Gamuel R. Neel & Second Vice-President—A. A. KRAFT, Harness & Sad 
Co. Mining Stock Brokers, 1004 Newhouse Bldg dlery, 517 Washington St. Phone, Main 512 
p Wasatch 904. ' : ‘cap — Secretary—L. F. ALLEN, Salesmanship and Sales Pro 
1otion, 425 Eagle Bldg. Phone, Mai 7 
Meetings held Ist Tuesday of month. Club luncheons motion, 0 Eagle J “enter ione, Main Bet. 
( Tuesday of month except first Tuesday at the Meetings held every Thursday at 12:15 p. n 
Hotel Uta 
SUPERIOR (WIS.) 
SAN DIEGO (Calif.). 
; *resident—-CLARENCI HARTLEY Firt Hanitcl 
President--CARL H, HEILBRON, Electric Wiring Hartle Lawyer ‘irst National Bk. Bldg P 
and Fixtues, Ogd 114D 
Vice-President—ROSCOE HAZARD, Hardware. Vice-President—George Y: Ireas. Yale Laundry ( 
Secretary—CHARLES K. VOORHEES, Grading and Residence 1415 Ogden Ave., Phone Ogden 215 
Excavating, 804 American National Bank Bldg. Secretary—J. C. CROWLEY, Mar. People’s Teleph« 
Meetings of the _ are held on Thursday of each Co., Residence 1116 Twelfth St. Phon Ogden 901 
week at 12:10 p. Club Headquarters Hotel Superior, Phone Ogden 224 
Meetings held at the Hotel Super ind pus 
SAN FRANCISCO (Calif.). places of the various membe 

j President—M. LOUIS WOOLEY, Peet Bros. Mfg. Co., SYRACUSE (N. Y.). 

; 444 Market St. Phone, Kearny : ‘ 

4 Vice-President—CHAS. M. ELLIOT, Seymour & EI- President—S. H. COOK, Sales Mgr. Brown, Lipe Chay 
_ liot, 142 Townsend St. Phone, Kearny 2353, J 2773. in ¢ Auto Gear Manufacturing, W. Fayette St 
Secretary—R. R. ROGERS, Mfg. Chemist, 527 Com- Phone 7785 Residence O2 Walnut Ave 
_mercial St. Phones, Kearney 150; C. 1505. Vice- Fresidont- THOS. K. SMITH, Attorney-at-Law, 
Club Headquarters at 803 Humboldt Bank Bldg. Week- 58 Weit Blk. Phones, 3429-J. 2614-W 

ly luncheons from 12:30 to 1:30 p. m. Secretary: ( Hl AS. H. HOWE, H. J. Howe Jewelry 
Store, Jeweler, 201 S. Salina St. Phones 2040. 4834-]J 
Meetings each Friday at 12:15 p. m., excepting one 
ST. JOSEPH (Mo.). Friday cock month, which is an_ evening meeting 
President—W. P. TRACY, Secretary and Treasurer, wit! pecial entertainment at Vanderbuilt Hot 
Americ ‘an Printing Co., 8th and Charles Streets, Phone 
Bell 577 TACOMA (Wash.). 
Vice-President—CLAUDE MADISON, Mg St. Jos- ; ‘ 
h Coal Co., 302 S. Fifth St. Phone, sel 520. President—R. H. CLARKE, Treasurer Wheeler, Os- 
Secretary—W. S. ALDRICH, Partner of. the Firm, , 800d Co. Tide Flats. Phone, M525. ; 
Eckel & Aldrich, Architects, 1105 Corby-Forsee Bldg Vice-President—JOHN C, STANTON, United State 
Phone, Bell 62. : Fidelity & Guaranty Co., Savage-Scofield Bldg 
Meetings of the club are held on the second and fourth Phone, M911. 
Tuesdays of every Pc vag Sa Secretary—WM. G. STEARNS. Real Estate, 301-2 
4 Chamber of Commerce Bldg. Phone, Main 543. 
Club Headquarters at office of Secretary. Regular 

a SAINT LOUIS (Mo.). weekly luncheon at Tacoma Hotel every Thursday 

3 > 9-6 ti 

= «President—A. R, STAFFORD. Vice-President Monarch at 12:30 p. 

3 aundry Co., 2719 Franklin Ave Phones, Bell, ! . j 

om mont 1007; Kinlock, Central 357 TOLEDO (Ohio). 

First Vice-President—J. O. CHENOWETH. President 
‘ O,. Chenoweth Dyeing & Cleaning Co., Cle aning & President—CHAS. S. TURNER, President and Mgr 
oe ycing, 1416 Washington Ave Phones, Main 528- Moreton Truck & Storage Co., 23 Huron St Phone 
30; Central 1540-41. Home &90 
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First Vice-President—GEO, E. HARDY, Pres. and Mgr. DUBLIN (Ireland). 
Bards o4 & Varnish Co., Oakwood & Hoag. Phone, Secretary—WILLIAM A. McCONNELL, 31 
ome 6X2 
Second Vice-President—IRVING B. HIETT, Pres. Irv- GLASGOW (Scotland). 
ing B. Hiett Co., 612-614 Madison Ave. Phone, Home Secretary—W. STUART MORROW, 100 B 
T7765. 
Secretary—HERBERT H. STALKER, Secretary The MANCHESTER (England). 
Miller Ady. Co., 584 Nasby Bldg. Phone Home 7446. Secretary—JOHN SIBSON, 44 Brazennose 
Club Headquarters 534 Nasby Bldg. Phone, Home A | 
7446; Bell 2590, = ‘ 
Meetings held from 12:15 to 1:15 on Friday _ a special 
room at Toledo Commerce Club. Monthly meetings 
held on the third Tuesday of the month at such BUT TWO CARDS LEFT. 
places as may be arranged for. 








The high born dame was breaking 
WASHINGTON (D. C.). footman—stupid, but honest. In her 
'1OHN DOLPH. § - : bas am about to make a round of visits s| 
’resident—JOH! .P ‘ \ z eore f . ; f paste 
los. Co, Oa6 Minees Bide: , ae Margo — she had forgotten her bits of pastebo 
Vice-President—JOSEPH M. STODDARD, niember of She sent the man back with orders Q 
Firm Cook & croceard, <0. Automobiles, 1188 Conn. some of her cards that were on the t i 
\ve. Phone, North 7810. yiece in her boudoir and to put then 
Secretary—F, W. MACKENZIE, Mgr. Tolman Laundry, I on t P | 
laundry, 499 C. Street, N. W. Phone, Main 2590. er. ; ie t.., 
Luncheons held at the Ebbitt House, 14th and F Sts. At different houses she told the footina 
N. W hand in one card and sometimes a cou; 
WICHITA (Kans.) at last she told James to leave thre: 
a house, 


President—HARRY W. STANLEY, Life Insurance, “Can't do it, mum.” 
505 Sedgwick Block. Phone, Douglas 1471. “How’s that?” 

Vice-President—M. E. GARRISON, Pres. Hauser-Gar- “T have only got two left, the ace o: 
rion, ay Goods Co., 117 E. Douglas. Phone, Mar- and the seven of .clubs.” 

Secretary—-GEORGE H, PUTNAM, Care The Hart- 
Paar Threshing Machine Co, 

Meetings of Club held every Monday of month except 
months of July and August, at the Kansas Club at SAVING MONEY. 
6:30 p. m., and luncheons at either Hamilton Hotel An.old artisan who prided himseli 


or the M. W, C. A. at 12:30 p. m. 
ability to drive a close bargain contr. 


WORCESTER (Mass.). — a pe in the neighborhood 
small sum of $12. : 
President—R. N. WHITNEY, Treas. B. F. Marsh Co. “oy . ] 7 oe | 
Building Materials, 22 Gardner St. Telephone 995. Why _ on earth did you agree to d fe = 
Vice-President—EDW. B. MOOR, Partner Bonney & SO little? his brother inquired. ; 
Moor, Brokers, 340 Main Street, Telephone 5570. “Well,” said the old painter, “you 
Secretary f.. H, STODDARD, rere. C.. 3. Stoddard owner is a mighty unreliable man If 
Rub be rks i ires v4 I ci ‘ » e - 
og at ait. — re ie, St ere l’d charge him $25, likely he’d have on 
Meetings held at the Putnam & Thurston restaurant, me $19. And if I charged him $12 he n 
381 Main Street. pay but $9. So I thought it over and 


WINNIPEG (Man.). to paint it for $12, so that I wouldn't 


much.’ —Lippincott’s. 
President—W. J. CLUE, Coe and Tobacco, 224 
Portage Ave. Phone, Main 2810. 
Vice-President—L. J. RUMFORD, Vice-Pres. & Man- 
aging Director of Rumford Sanitary Laundry Co., TABLES TURNED. 
Ltd., Corner Wellington and Home. Phone, Garry 400. i 4 
Secretary—C, J. CAMPBELL, Winnipeg Mer. for Alfred had so often been asked 
gamers Prmagass i, hg 4 and Labels, 377 miring strangers, “Whose little boy a 
ortage ’ ; rae q , > a . 
Cig Headquarters at office of peoretary- Treasurer, 377 that it was perhaps BO wonder that he 
Portage jm Phone, Main 1814. turned the tables on his elders. _ 
Weekly Seinstonsiel held every Tuesday at 12:30 at the ‘This he did one evening by inquirin: 
Industrial Bureau, Cor, Main & Water Sts. Regular sweetly of a young gentleman who was 
onthly meetings are held at the same place on the . Alf »d’s si “Whose papa are 
satena Wednesday of each month at eight o’clock Upon Aliredss sister, 10se papa art 


m. : —Harper’s Weekly. 
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ROTARY CLUBS IN THE UNITED STATES AND 
CANADA NOT YET AFFILIATED IN 
THE ASSOCIATION. 


Robert T. Deforest, second vice pres 
of the Metropolitan Museum of Art, o! 
York, announced recently that Francis , 
HOUSTON (Tex.) land, president of the New York County 4 

mae Se ssa tional bank, has made an unconditional 
retary HERBERT C, MAY, May & Tyner (Print- +4 the museum of 1,200 shares of the st: 


a nk, valued at more than $1,000,000 
SAN ANTONIO (Tex.). that bank, v d . 


Secretary—A. L. Chilton, Care Guarantee Shoe Co. 


SPRINGFIELD ods . 
E. B. cet Sie prick Bide. General T. Coleman Dupont, head 0! 


Dupont Powder Trust, has announced that 
proposes to give away all of his huge fort 
ROTARY CLUBS IN GREAT BRITAIN AND to build roads in Delaware and adjou 
IRELAND. states, reserving but $1,000,000 for his fan 

which he says is enough to keep them wel! 

BELFAST (Ireland). believe good roads will do the gener ral pu 
Secretary—HUGH BOYD, 72 High St. more good than hospitals or libraries,” he s 





Secretary 





LP ROO SEER REC ER DTS 2 BN 





=— AE OLTE NE 




















a 
= 
By 
PA 








Buy ROTHMOTORS— 


They are efficient, strong, durable. Have excellent 
operating characteristics. They give a minimum of 
trouble because they are designed properly. 








ROTH BROS. & CO. 


(G. A. Roth, Member Chicago Rotary Club) 


1411 West Adams St., Chicago, Illinois 


243 Canal Street, New York City 
Heed Building, Philadelphia Keenan Building, Pittsburgh 


126 W. 2nd St., Cincinnati 1106 Cass Ave., St. Louis 


They have proven their worth in eighty-four different lines of business 


There’s no argument about the merits 
of a truck that has made good. 

Like all progressive business men you 
are interested in motor trucks, at least to 
find out what they can do for you. 


The experience of others will save you 
costly experiments. We would rather you 
would take their word for Wilcox Trux 
than ours. 


We will gladly send you the names 
of other firms in your line who are using 
Wilcox Trux. If you decide that you want 
TWO WILCOX TRUX a truck let their experience determine 
In use by Grinnell-Collins & Co., Minneapolis whether or not it shall be a WILCOX. 


H. E. WILCOX MOTOR CAR CO. "“sissieweoiS"¥int © 


Member Minneapolis Rotary Club 











Cutting Prices 


or) 


O CUT or not to cut. That is the question. 

Whether it is not better in the end 

T'o let the chap who knows not the worth 
Have the business at cut-throat prices, or 
T'o take up arms against his competition, 
And by opposing cut for cut, end tt. 
T'o cut—and by cutting put the other cutter 
Out of business—'tis a consummation 
Devoutly to be wished. To cut—to slash— 
Perchance myself to get it in the neck— 
Aye—there’s the rub; for when one starts to meet 
The other fellow’s prices, ’tis ike as not 
He’s up against it good and hard. 
T'o cut and to slash is not to end the confusion 
And the many evils the trade is pestered with; 
Nay, nay, Pauline; *tis but the forerunner 
Of debt and mortgage such a course portends. 
Tis well to get the price the goods are worth 
And not be bluffed into selling them for what 
So-and-so will sell his goods for. 
Price cutting doth appear unseemly 
And fit only for the man who knows not 
What his goods are worth, and who, ere long, 
By stress of making vain comparison 


"Twiat bank account and liabilities, 


Will make his exit from the business. 


—Ira J. O’MALLey. 


Member of Rotary Club of Chicago 

















